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National Ass’n May 
Open Service Office 
In Washington, D. C. 


Agents Offer Facilities to H.O.L.C. 
If Government Will Accept 
Co-operation 


MAY GET ANSWER THIS WEEK 


Executive Committee Striving to 
Preserve Insurance on Mortgaged 
Property for Agents 


When the executive committee of 
the National Association of Insurance 
Agents opened its three-day meeting at 
the Wardman Park Hotel in Washing- 
ton yesterday the matter of chief impor- 
tance before the agents was whether the 
directors of the Home Owners’ Loan 
Corporation would act favorably upon 
the agents’ recommendation to place the 
services of the National Association at 
the disposal of the Corporation with re- 
spect to insurance matters. The Na- 
tional Association, in a proposal filed 
with the H.O.L.C. a few days ago, offers 
to establish in Washington, under the 
supervision of the association, an ade- 
quately staffed insurance service office 
with an experienced agent in charge 
which would relieve the Corporation of 
the details involved in replacing default- 
ed insurance on property on which the 
Government has made loans. 


What Service Office Would Do 


If the H.O.L.C. accepts the agents’ 
recommendations for conserving for lo- 
cal agents generally the insurance on 
mortgaged property, the National Asso- 
ciation’s service or branch office in 
Washington will also engage in other 
activities. Secretary-Counsel Walter H. 
Bennett says that “there is the question 
of insurance on cotton and corn on 
which the Government has made loans 
through the Commodity Credit Corpora- 
tion, the agricultural needs which are 
being financed through the Agricultural 
Adjustment Administration, and many 
others.” In general the office would 
seek to hold the business for local agents 
who have written insurance on prop- 
erties involved, and of the companies in 
which it is written. The National Asso- 
ciation is strongly opposed to one or 
two insurance companies controlling the 
coverage in cases where property own- 
ers fail to pay the premiums and the 
Covernment is called upon to meet the 
charges. 

With respect to this new office in 
Washington the statement of the agents 
to the H.O.L.C. also says: 

“Tt would furnish the Corporation with 
renewal binders in the same company 
(if acceptable to the Corporation) carry- 
ing the expiring insurance. : 

“This service office would then attempt 
to have the agent heretofore handling 


(Continued on Page 26) 
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A Good Custom 


The businesslike life underwriter does his best to 
keep in touch with his clients continuously, that he may 
effectively service existing insurance and meet new 
needs. But the necessity for constantly searching for 
and writing new business is apt to leave gaps in his 
attention to men and women already insured. And so 
the setting apart of a month or two months each year 
by a Home Office, during which the largest possible 
number of policyholders shall be seen and their insur- 
ance thoroughly reviewed, has become a desirable cus- 
tom. It helps to keep existing insurance in good work- 
ing order, and supplies an additional opportunity for 
the coverage that new needs require or increased ability 
suggests. 


To provide adequate coverage, and to keep that 
coverage at its highest resultful efficiency, should be at 
all times the dominant aim of a life insurance organiza- 
tion. 


THE PENN MUTUAL LIFE INSURANCE CoO. 
WM. A. LAW, President 
PHILADELPHIA 


Independence Square 




















600 Equitable Agents 
Of Greater N. Y. Pay 
Tribute To Klingman 


Record of $15,487,009 In Twenty- 
One Days During Month 
Of June 


ATTEND BIRTHDAY LUNCH 


3,847 Cases Paid For; Samuel 
Karsch Agency Led In Men 
Who Qualified 


W. W. Klingman, vice-president of the 
Equitable Life Assurance Society, in 
charge of production, has been with the 
Society twenty-one years, has been vice- 
president three years, and on July 2 cel- 
cbrated his fifty-fourth birthday. The 
members of the Greater New York de- 
partment of the Equitable decided to cel- 
ebrate the birthday and the service an- 
niversary with him, and entered upon a 
twenty-one days’ campaign, which would 
culminate in a luncheon at the Hotel 
New Yorker on Monday of this week, 
qualification being for those who paid 
for three cases and $7,500 of business 

The campaign resulted in a paid pro- 
duction of $15,487,000 and in 3,847 paid 
cases. During the entire June of 1933 
the paid volume in the Greater New 
York department was $12,091,991 and the 
paid cases 2,687. Leading June agencies 
were S. Karsch, J. Rubens, W. Master- 
son, K. Weiller and J. M. Riehle. Lead- 
ing unit managers were H. H. Wilson, 
H. Mason, D. S. Karsch, S. B. Levy, H. 
Levine, J. V. Davis, M. Tart, I. Karsch, 
J. J. Keller and I. Kesselman. 

Dunsmore Chairman of Committee 

A. Rosenstein, one of the New York 
managers, was toastmaster at the lunch- 
eon, which was unique in that there were 
no set speeches. He asked some of the 
people present to make a bow, and H. C. 
Nolting of the production division briefly 
sketched the achievements of the de- 
partment in the twenty-one days. The 
campaign arrangements had been han- 
dled by a committee, chairman of which 
was Wm. J. Dunsmore. 

The leading agent in the campaign was 
R. S. Knowies of the Masterson agency, 
Newark. Last year he paid for $524,178 
in sixty-five cases. 

No special stress was placed on any 
type of policy during the Klingman 
campaign, but agents featured these pol- 
icies : 

Thrift policies enabling parents to start 
their boys and girls on a savings pro- 
gram. 

The Society’s Family Income policy to 
young husbands. 

The Optional Retirement policy as 
protection plus investment. 

(Continued on Page 4) 
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THE CAREER UNDERWRITER’S 


FAITH and WORK 


He Believes ——— 


The American People can be sold the idea of putting 10 per cent of their total 
annual income into Life Insurance. 


The Record Shows ——— 


They put 5 per cent of their total income into Life Insurance in 1930. 
They put 7 per cent of their total income into Life Insurance in 1931. 
They put 9 per cent of their total income into Life Insurance in 1932. 
They put 9 per cent of their total income into Life Insurance in 1933. 


That on December 31, 1933—more than 60,000,000 of the American People 
owned $103,228,000,000* of life insurance property. 


That during 1933 they bought $15,151,000,000 of New Life Insurance. 


That the first four months of 1934 they bought $280,000,000 more New Life 
Insurance than they had bought during the same four months in 1933. 


That they are buying New Life Insurance in 1934 at the rate of 
$18,000,000,000 a year. 


That they have already sold themselves the idea of putting 9 per cent of their 
total income into Life Insurance. 


He Believes ——— 


They will raise it to Ten Per Cent and keep it there As their Income Goes Up. 


*Life Insurance Figures. 
Through courtesy of ALFRED M. BEST CO. 


CLIFFORD L. McMILLEN 
General Agent 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Main Office—347 Madison Avenue 


Times Square Branch—1450 Broadway 


“ISLE OF OPPORTUNITY” 
VAnderbilt 3-5500 


CHARLES V. CROMWELL, Production Manager R. J. PICKARD, Office Manager 

GLENN B. DORR, C.L.U., Agency Assistant JAMES F. CHAPMAN, Agency Secretary 

S. LEE RICKLES, Agency Assistant MEYER M. GOLDSTEIN, C.L.U., 

CHARLES A. VOTAW, C.L.U., Educational Director Manager of Times Square Branch 
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Connecticut General Holds Field 


Convention at Lake Pl 


Huntington Sees Much 
That Is Encouraging 


EXECUTIVES MORE CHEERFUL 





Greater Interest Return on Farm Loans 
Than Same Period Last Year; 
Mortality Lower; Not Worried 
by Frazier-Lemke Bill 





The concluding speaker of the Con- 
necticut General’s field convention was 
President R. W. Huntington, his topic 
being “Good Bye and Good Luck.” 

Mr. Huntington said that since the 
last convention of the company three 
strenuous years had gone by, but those 
three years have united the Connecticut 


PRESIDENT R. W. HUNTINGTON 


General’s organization more firmly than 
if they had been three years of pros- 
perity, because they have brought to the 
fore the good qualities of people. “In 
such times there is disclosed the fact 
that persons have many good qualities, 
sometimes qualities which otherwise 
would have been hidden, and those years 
have given us a new respect for each 
other. I cannot begin to tell you how 


/ much I admire what you have done. It 


is gratifying that the years of depres- 
sion have not changed your ardor nor 
quelled your spirits. Rather, they seem 
to have increased your spirits, to have 
aroused your fighting qualities. I have 
enjoyed witnessing the enthusiasm you 
have shown in this convention, have been 
stirred by your pep, and am sure you 
are going home determined to sell more 
life insurance,” he said. 


_In discussing the financial and produc- 
tion situation with the Connecticut Gen- 
eral, President Huntington said that 
there was much of an encouraging na- 
ture to report. A point he made in dis- 
cussing the agricultural situation was 
that in the first five months of 1934 the 
Connecticut General had collected $293,- 
7 in interest on its farm loans in con- 
trast with $175,000 for the same period 
of 1933, The farm loan organization at 
the head office had been strengthened 











Some Officers and Connecticut Commissioner 








Bottom Row, L. to R.: John M. Laird, George E. Bulkley, President Huntington, 
Commissioner Dunham, Frazar B. Wilde, Director T. W. Russell, George Capen. 


Top Row, L. to R.: T. B. Rice, 


Medical Director Robinson, F. F. Carpenter, 


Geo. S. Skilton, R. E. Larkin, Geo. E. Risley, M. E. Schultiess. 


and he thought the department was 


splendidly managed. 
Farm Moratorium Bill 


Mr. Huntington discussed the Frazier- 
Lemke “five year farm moratorium” bill 
which has gone through Congress and 
\ hich was finally signed by the Presi- 
dent. While the measure was not one 
which would have been drafted by insur- 
ance companies, and he had hoped it 
would be vetoed by President Roosevelt, 
either on the grounds of unconstitution- 
ality or for some other reason, at the 
same time he was not pessimistic about 
what will happen now that it has become 
a law, and certainly does not believe it 
will wreck any insurance company. 

Two or three months ago President 
Huntington was curious to see where the 
company would stand if it went over its 
entire real estate holdings and gave those 
valuations a current valuation. 

So he had every piece of real estate 
that the company owned valued. The 
valuation which Mr. Huntington had 
made several months ago was as near 
present prices as possible. The result 
shown was that the farm valuations 
gave the company a leeway of more than 
$1,000,000 and on city valuations there 
was a leeway of $147,000, all of which 
was decidedly encouraging. Interest on 
city loans, by the way, has kept up to 
last year’s for corresponding periods. 
On the first of last year the company 
put in the annual statement the actual 
market value of its stocks and bonds 
(not subject to amortization). On April 
1, 1934, that market valuation had shown 
an increase of $1,000,000 since January 1. 
It went down a little in May, but it is 
still considerably in excess of $900,000 
compared with the statement of last 
year. 

Mortality this year has shown an im- 
provement and the company has a gain 
in assets considerably more than. the 


gain in a similar period of last year. In 
the first five months of this year there 
has been a considerable gain in surplus. 


The Upturn 
The corner. has been turned and the 
country is going ahead. While there 
may be some checks—as there are al- 


ways some ups and downs in every re- 
covery—the tendency at the present time 
is upward. 

With the upturn trend 

great relief to executives. 

“T am not as keyed up as I was dur- 
ing the past few years,” commented Mr. 
Huntington. “I feel easier. I do not 
want to feel too easy—am not going to 
feel that way—but I see much that is 
bright in the whole outlook. When we 
think what the country has_ gone 
through; of the demands made on life 
insurance, and of what we have accom- 
plished, we can be very proud of our 
business. While insurance is the same 
old story we must never forget the story 
and should tell how it relieves distress 
and lightens the burden of the afflicted; 
and the more ways we can attractively 
present that story of how we provide 
the relief and lift the burdens the more 
insurance we shall sell.” 

In conclusion Mr. Huntington reverted 
to “the good luck” section of the title 
of his talk. 

“T am perfectly well aware that there 
is such a thing as good luck; that if you 
hold good cards you will generally win 
and sometimes you hold such cards. 
Sometimes you don’t. But we do also 
know from experience that, if at the be- 
ginning luck may seem a vanishing qual- 
ity, those who play the game as well as 
they know how and abe work most 
faithfully and intelligently are sure to 
have good luck in the end. And I wish 


has come a 


you all the good luck which comes in 
the end and I say good-bye with the 
greatest of affection and respect.” 


acid 


Public Not Oversold, 
Says Frazar B. Wilde 


GIVES FIGURES TO PROVE IT 





Also Sees No Need To Be Apprehensive 
Relative To Government’s Social 
Insurance Program 





Taking as his text, “Where Do We 
Go From Here?” Frazar B. Wilde, vice- 
president of the Connecticut General, in 
next to the last address at the field con- 
vention of that company last week in 
Lake Placid, reviewed the life insurance 
market of the present and discussed fu- 
ture outlook. He sketchily discussed 
Washington trends, also, and thought 





WILDE 


FRAZAR B. 


that any proposed insurance schemes of 
the national government—or of state 
governments either—will be an adver- 
tisement for the life insurance business 
and will not be an obstacle in its prog- 
ress. 

In part Mr. Wilde said: 

“A market analysis divides itself into 
two broad phases: first, general eco- 
nomic conditions and second, thespar 
ticular effect of those conditions and any 
other conditions on life insurance. 

“The press and various other publica- 
tions furnish unlimited data and com- 
ment bearing on the business situation, 
present and future. Some of it is col- 
ored by personal opinion and even poli- 
tics. But in the main the material is 
significant and rather conclusive. THe 
evidence is quite encouraging. Business 
in this country and in the world at large 
is on the upward path of a basic cycle. 
The rate of activity may be conserva- 
tively stated as being somewhere be- 
tween a level short of 1930, but better 
than 1931. There are many troublesome 
questions unsolved and serious difficul- 
ties yet to be worked out. Personally, 
however, I am convinced that we are 
now and have been for over a year on 
the up-grade. Therefore, as far as gen- 
eral conditions present and future con- 
cern themselves, we have every reason 

(Continued on Page 14) 
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J. Elliott Hall Entertains 100 At His 














At J. Elliott Hall’s Vallevue Farm 
































. SERI 
Vallevue Farm, Morristown, N. J. inde 
E 
J. Elliott Hall gave the fifth of his 1 
unusual outings at his Vallevue Farm The 
near Morristown, N. J., on Thursday of Sect 
last week. There were about 100 pres- Life’s 
ent, the majority being members of th factor 
J. Elliott Hall Agency, 50 Church Street, tracts 
New York, and their wives, the home in the 
office being represented by Vice-Pres - Natior 
dent Frank H. Davis, Grover A. Davis, an et! 
Mr. and Mrs. John Morgan, Mr. anl House 
Mrs. E. Paul Huttinger, Mr. and M~°rs. sages 
Wallis Boileau, Jr., and Stewart Ande-- The 
son. life ir 
The guests of honor at this affair we-* and tl 
Osborne Bethea, who succeeded Mr. to ind 
Hall as general agent of the Hall agency, suranc 
and Mrs. Bethea. At the dinner ther- bands, 
were brief remarks from each of thos> relatio 
ftom the home office in appreciation of ment-! 
the splendid hospitality shown by Mr. ily we 
Hall and many fine expressions of their gency 
enduring friendship for him. At the “We 
close of the dinner Mr. Bethea presented convin 
Mrs. Hall with an electric buffet server ranke: 
on behalf of the agency. other 
A feature of this outing was the ex- food, « 
hibit of Mr. Hall’s exceptionally fine terest, 
herd of Guernsey cattle which was put regula 
on display for the benefit of those who Mr. and Mrs. Osborne Bethea for th 
have heard about Mr. Hall’s famous ance 1 
herd but had never seen them. and Mrs. Otto Raetzer and golf trophies for th 
As on previous occasions, various suitably inscribed were presented to cient | 
sports were indulged in including golf, each. Silver cups were presented to the | should 
baseball, quoit pitching contests and winners of the quoit pitching contest says t 
many enjoyed the swimming pool in the when Charles Earnshaw and Frank§ _ persor 
afternoon. The low score for the mixed Herb defeated Lou Noll and Lester— is tha 
golf foursomes was turned in by Mr. Moore in the finals of the elimination. | dren. 
— ter, al 
it tiseme 
“Pep” Dawson Given Dinner li purch. 
° . Ingman » ent bt 
On His Tenth Anniversary a ’ ete 
C. Preston Dawson, production man- (Continued from Page 1) vt life 
ager of the William H. Beers agency, The Retirement Annuity to self-sup- as pr 
New England Mutual Life in New York porting women. sole d 
City, was given a dinner by the agency The Convertible policy to young men result 
last week to celebrate his tenth anni- starting their insurance estates. of at ] 
: ; “ae ° Pe Educational Fund Insurance to for- life i 
versary in the business in which he has ward-looking parents who want. their home, 
become widely known as “Pep” Dawson. cons and dauchters to have the advan- out th 
The surprise banquet was held at the tages of a college education. » and m 
Advertising Club. Survivorship Annuity policies to young ag 
Mr. Dawson began his career at the men and women with dependent parents : 
age of twenty-two as a personal pro- The Salary Savings Plan in all kinds § 
ducer in New York with the Mutual Ben- ePrice: piace | f I: 
efit Life. With this as a basis he shifted. pounicny lane SOF Cmployes ON UE Wrote 
into brokerage work and then into agen- Susiness Insurance for the partner- Pan 
cy production and training. At the end — ship, the close corporation and the neigh- J c 
of seven and a half years he became as- _borhood merchant. ¥ Will 
sociated with the Beers agency and has Salary Continuance to. stabilize the ~ 
played an important part in builiding up family financially during the readjust-[ oe Hi 
that organization. ment period. —— 
A feature of the dinner was the return Small policies for clean-up funds. He ae 
of William H. Beers, the general agent, les -Miheets cies f i A z 
in Money policies for women. about 
who has been away from the office for za ae ae ree: 
some time, during which period Mr. In a letter to Vice-President Kling- 4 pean 
Dawson has been acting general agent. ™an the New York department said in J sg 
Tom Stanion was toastmaster, and sev- Part: ph oa 
eral of Mr. Dawson’s regular training “During twenty-one days of June we | Ane 
talks were burlesqued by Irwin Herz- put on a little extra effort in order tof pra 
felder, Rosweil Corwin and Jacob Sam- get plus results. We want these plus of 10. 
uels. Other features of the entertain- lee a é io 
ment were songs by Allen Nixon and ‘esults, which have been rather substan- or hi 
Leslie Boyer, a verse by Paul Edmonds _ tial, to be spokesmen of our appreciation sews 
and a horoscope by Owen P. Jacobsen. for what you have done for us. We also tli 
Walter McIntosh presented a testi- want this achievement to register our it was 
monial from those at the dinner, and a loyalty to you. : 
traveling bag was presented by Max en i AE’ 
Wile. Several were present from out of 
town, including Guy Randolph, Cincin- ADVANCED AT ROCHESTER PB 
nati general agent; William Earls of | Asa D. McBride, for seven years one VA! t 
Cincinnati and Fred Savage, Jr., of Bal- of the chief producers in the Mortimer ited - 
timore. R. Miller Agency of the Penn Mutual Pp q 
Life at Rochester, N. Y., has been ap- = cos 
: pointed associate general agent. He is or oe 
Top: I. to r.: John Morgan, Grover A. Davis, Frank H. Davis, E. Paul Hut- PHILA. OFFICERS ELECTED ; a graduate of the University of Roches: ~ Ag 
tinger, Wallis Boileau, Jr.. and Stewart Anderson. _The Philadelphia Association of Life ter, and until 1927, when he joined the wood 
ety Pe thea . Underwriters has elected the slate of | Penn Mutual, he was vice-president and ™ 
Second: J. Elliott Hall addressing his guests. officers announced in The Eastern Un- general manager of a successful fruit award 
Third: Guernsey Cattle Going Out for Exhibit. derwriter, headed by Millard Orr as pres- _ brokerage business. He is prominent in — 
Bottom: The Serious Business of the Day. ident. the local life underwriters association. will be 









1€a 


trophies 
ited = to 
1 to the 
contest 
Frank 
Lester 
ition. 


elf-sup-[ 


ng men 


to for- 
it their 
advan- 


O young § 


parents. 
Il kinds 


of large 


partner- 
e neigh- 


lize the} 
eadjust- | 


nds. 
‘ 
Kling- 


said in 


lune we 
yrder to 
‘se plus 
substan- 
‘eciation 
We also 
ter our 


TER 
‘ars one 
[ortimer 
Mutual 
een ap- 


Roches- 
ned the 
lent and 
ul fruit 
inent in 
ciation. 














July 6, 1934 











THE EASTERN == ——, SO 
<_UNDERWE RITER 


















he SESLOORT AE i, 





Page 5 








Penn Mutual Life To 
Advertise to Wives 


SERIES IN GOOD HOUSEKEEPING 





Will Continue Precent Ads in Saturday 
Evening Post and Geographic; 
Year’s Experience Satisfactory 





The first year of the Penn Mutual 
Life’s national advertising was so satis- 
factory that the company had made con- 


tracts to continue its present advertising 
in the Saturday Evening Post and the 
National Geographic. It will also start 
an entirely different series in Good 
Housekeeping which will consist of mes- 
sages addressed to wives. 

The intent is to familiarize them with 
life insurance in relation to their own 
and their family’s welfare. It is hoped 
to induce more of them to share life in- 
surance responsibility with their hus- 
bands, by showing clearly the intimate 
relation between life insurance invest- 
ment-savings and continuity of the fam- 
ily welfare under both normal and emer- 
gency conditions. 

“We believe that such describing can 
convince that life insurance ought to be 
ranked in the family budget with all 
other primary routine items, such as 
food, clothing, shelter, rent, mortgage in- 
terest, education, and the several other 
regular expenses of family maintenance; 
for the reason that without life insur- 
ance neither the carrying out of plans 
for the living, nor the receipt of a suffi- 
cient income if the husband and father 
should be taken away, can be assured,” 
says the company. “In this the wife’s 
personal interest is as fundamental as 
is that of her husband and of her chil- 
dren. In other words, it is a family mat- 
ter, and the wife is, as our first adver- 
tisement describes her, ‘treasurer and 
purchasing agent in a thriving, independ- 
ent business—your own family.’ 

“Far too commonly the wife, un- 
acquainted with the specific advantages 
of life insurance, has regarded its taking 
as pretty much within the husband’s 
sole deciding and responsibility, with the 
result that there has been a great deal 
of at least passive resistance to throwing 
iife insurance protection around the 
home, and to using its service to carry 
out the hopes and plans that both father 
and mother had made, for the wife, and 
for their children, and for themselves in 
later years.” 





WILLIAM T. NASH DEAD 





Wrote Largest Circulated Life Insurance 
Pamphlets in History of Business; 
One Had 10,000,000 Circulation 


William T. Nash of Franklin, Ind., who 
for years wrote life insurance pamphlets 
published by The Spectator Co., which 
contributions had a large circulation 
among general agencies, died last week. 
He had been out of the writing game for 
about a year and his health began to 
decline after one of his legs had been 
amputated. 

Probably the most popular document 
he ever wrote was called “One Farmer’s 
Experience With Life Insurance.” Ac- 
cording to The Spectator it had a sale 
of 10,000,000 copies. He is given credit 
for having originated the monthly in- 
come policy. He wrote much on the sub- 
ject of conservation and selling; little of 
it was highbrow, much colloquial. 





AETNA LIFE EARLY BIRD DAY 


The Aetna Life conducted the fifth an- 
nual roll call of early birds on Monday, 
July 2, which was the first day of the 
new qualifying year for the 1935 region- 
al conferences. Every Aetna-izer was 
invited to join the early birds by writing 
at least one application on that day. A 
silver wall plaque mounted on polished 
wood and appropriately engraved will be 
awarded to the agency showing the 
greatest increase in early bird applica- 
tions over 1933. The 1934 convention 
will be held in August at Montauk Point. 

















This Js 
Compensation! 


9 


“Selling Life Insurance,” a dean 


once said, “involves far more than 


merely ‘earning a living.’ 


There’s the additional satisfaction of 
knowing you have helped some- 


body.” 
Widows Know! 





The Prudential 


Insurance Company of America 
Epwarp D. Durrie.p, President 


Home Office, Newark, New Jersey 




















New York Life Starts 
National Ad Campaign 





WILL USE FOUR MAGAZINES 


Page Each Month h in Saturday Evening 
Post, Collier's, Literary Digest 
and Time 


Beginning with the July 14 issue of 
Evening Post the New 
York Life will launch a national maga- 
using four 
general 


The Saturday 


campaign 
national magazines of 


zine advertising 
leading 
circulation and also a number of insur- 
ance papers. 

The campaign will run for the balance 
of the year using one ad each month. 
The four national magazines selected are 
The Saturday Evening Post, Collier's, 
Literary Digest and Time. 

It is planned to have each advertise- 
ment combine a “sales appeal” with “in- 
stitutional” copy on the strength, back- 
ground and mutuality of the company. 
Unlike much life insurance advertising, 
there will be no coupon, but each ad- 
vertisement will be so written that the 
individual agent can use it as a canvass- 
ing document. 

The first advertisement in the July 
issue of The Saturday Evening Post Ba 
trays the founding of the New York Life 
aS a mutual company. Advance proofs 
of the first advertisement have been sent 
to all New York Life agents with sug- 
eestions on how to use the advertising 
in their sales work. 


B. K. ELLIOTT DINNER GUEST 


New General Solicitor of John Hancock 
Honored by Companies in American 

Life Convention 

Elliott of St. 

counsel of the 


former 


Byron K. 


manager and 


Louis, 
general 
American Life Convention, was the guest 
of honor at a dinner given on June W by 
Daniel Boone, president, Midland Life, 
and former president of American Life 
Convention, in recognition of Judge Elli- 
ott’s excellent work for the convention 
since he took charge in October, 1929. 
The presidents of a number of Mid-wes- 
tern life insurance companies which are 
members of the American Life Conven- 
tion attended the dinner. 

Judge Elliott will go to Boston early 
this month to assume his new duties as 
general solicitor for the John Hancock 
Mutual Life. His successor as manager 
and general counsel of the American Life 
Convention, Col. Charles Burton Robbins 
of Cedar Rapids, Iowa, has moved to St 
Louis and has assumed the duties of his 
new office. 


SERVICING POLICYHOLDERS 


Penn Mutual Designates July and August 
For Purpose With Letter from 
President Law 
‘The Penn Mutual Life, 
custom, has designated July and August 
policyholders servicing period. A com- 
plete plan of procedure for the agents 
has been supplied in kit form, including 
a letter addressed by the president, Will- 
iam A. Law, to policyholders, in which 
he says: 

“Financial changes or changes in the 
family situation frequently make it de- 
sirable to readjust the most carefully 
planned insurance programs. Then, too, 
the scope of insurance is constantly wid. 
ening, new plans being devised to meet 
present- day needs. Obviously, therefore, 
it is important that, from time to time, 
consideration be given to existing insur- 
ance if it is to function to best advan- 


following its 


” 


tage. 

The purpose will be both to adjust ex- 
isting insurance to the policy holder’s 
present condition, if that is necessary, 
and to cover new specific needs and to 
enable him to take advantage of in- 


creased ability to add to his life insur- 
ance investment 


s 
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rk of Baltimore Observes 


40th Anniversary With John Hancock 


Ernest J. Clark of Baltimore, state 


agent for the John Hancock Mutual Life, 
observed his fortieth anniversary with 
that company last month, completing a 
period of service during which he has 
brought distinction to himself not only 
through his success as an agent and gen- 
eral agent but also through his outstand- 
ing work with the College of Life Un- 
derwriters and the National Association 
of Life Underwriters. 

The John Hancock Signature for 
June refers to him as “having worked 
faithfully, tirelessly and effectively in the 
interest of the company and its policy- 
holders.” 

Mr. Clark has been interested in the 
College of Life Underwriters since its 
founding, having served as secretary of 
the institution until April 2, 1928, when 
he succeeded Edward A. Woods as pres- 
ident. A leading exponent of life insur- 
ance education and the higher elevation 
of the life underwriter from the stand- 
point of educational preparation, profes- 
sional service and adherence to sound 
ethics in the conduct of business, Mr. 
Clark has guided the American College 
through its early years and seen it gain 
increasing support from home offices 
throughout the country. The number of 
C. L. U. applicants has grown from thir- 
ty-four who took the first set of exams 
in June, 1928, to the present country- 
wide interest with C. L. U. chapters in 
many Cities. 

Mr. Clark was graduated from Le- 
banon University in 1890 and then taught 
school for a year. On June 1, 18%, after 
two years in the life insurance business 
at Cincinnati, he was appointed supner- 
intendent of agents for Ohio and West 





ERNEST J. CLARK 


Virginia in the agency of J. C. Campbell. 
In January, 1897, Mr. Clark was made 
state agent for Maryland and the Dis- 
trict of Columbia. 

He was one of the organizers of the 
Baltimore Life Underwriters Association 
and served that body as well as the na- 
tional organization in the positions of 
both president and secretary. It was 
while he was secretary of the National 
Association, during 1904-5-6, that the of- 
ficial paper of the association, Life As- 
sociation News, was founded. 





AME 


RICAN 


CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 


Remarkable opportunities for Managers and 
Producers in Illinois, Indiana, Michigan, Ohio, 


Missouri, 


Kansas, Oklahoma and Texas 





Canadian Medical Examiners 


Receive $500,000 Annually 
Dr. S. J. Streight, O. B. E., 
medical director of the Canada Life, in 
addressing the recent Ontario Medical 
Association meeting, made some interest- 


assistant 


ing observations, among which was that 
life insurance medical examiners in Can- 
ada are paid annually approximately one- 
half million, dollars. 

He pointed out that among the many 
factors affecting the security of life in- 
surance none was of greater significance 
from the point of view of mortality than 
the honesty of purpose of the applicant 
and the conscientious performance of his 
duty by the medical examiner. 





CANADIAN BUREAU SHOWS GAIN 

Total sales of new paid-for Ordinary 
life insurance in Canada and Newfound- 
land for May reported by nineteen com- 
panies having a total of 91% of the busi- 
ness in force in the dominion, amounted 
to $33,184,000, a recent report from the 
Life Insurance Sales Research Bureau 
showed. 

Detailed sales were British Columbia 
$2,394,000; Alberta, $1,181,000; Saskat- 
chewan $1,023,000: Manitoba $1,91%4.000; 
Ontario, $14,265,000; Quebec $10,181,000; 
New Brunswick $819,000; Nova Scotia 
$1,103,000; Prince Edward Island $98,000, 
and Newfoundland $214,000. 





PHOENIX, VIENNA, GAINS 


The Phoenix Life of Vienna has is- 
sued during the first quarter 1934 60,408 
policies as against 35,349 during the same 
period in 1933. The respective sums are 
64,780,000 Goldmarks against 56,950,000 in 
1933. This covers the world wide busi- 
ness of the company, which operates 
largely outside of Austria, especially in 
the Balkan countries. 


ELECT OFFICERS IN MICHIGAN 





Lansing and Saginaw Associations Hold 
Annual Meeting and Choose 
Officers for Year 
The neighborhood towns of Lansing 
and Saginaw in Michigan held the an- 
nual meetings of their Life Underwriters 
Association last month and_ elected 

officers. 

The Lansing Association officers are 
president, E. A. Johnson, Penn Mutual 
Life; vice-president, A. H. Ogilvie, state 
manager, Kansas City Life; secretary, 
Fred Stringham, Great West Life; treas- 
Henkel, Fidelity Mutual 


urer, Herman 


Life. 

In the Saginaw meeting the new offi- 
cers chosen were president, Anthony F. 
Brogger; first vice-president, Harry P. 
Baker; second vice-president, B. C. 
Burns; director, J. M. Duncan. William 
R. Howson was re-elected secretary and 
Lee F. Bennett treasurer. 





ONE-A-WEEK CLUB HELPFUL 





Membership Grows and Agents Cele- 
brate Sales Records in Equitable 
Life of Iowa Clubs 


More than 100 agents are now mem- 
bers of the Equiowa One-A-Week Club 
maintained by the Equitable Life of lowa 
to emphasize the value of consecutive 


weekly production. Records range from 


eight weeks, the qualifying period, to 
more than seven hundred weeks. 
Anniversaries in the club were ob- 


served last month by W. B. Strief, Des 
Moines, who has produced at least one 
application a week since entering the 
company in 1926; C. L. Nichols, agent in 
Wenatchee, Wash., and F. L. McCor- 
mick, Oskaloosa, Iowa. These men have 
a record of 400, 150 and 100 weeks re- 
spectively. 
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THRIFT 


IS NOT ENOUGH 


It is not enough to be thrifty; to put aside a portion, however small, 
of the family income. One must be sure that the savings, often accu- 


mulated at great sacrifice, will 


be available when required. 


Those institutions which have weathered the past few years have proved 
their strength and dependability. 


Life Insurance, for examplel 


Day by day, month by month, year by 


year, life insurance companies have continued to meet their obligations 
dollar for dollar, without postponement, without discount. 


During the three years 1931-32-33, the Sun Life paid to policyholders 
and beneficiaries the sum of $328,000,000, an equivalent of $364,000 


for each working day. 


From time of organization to December 3lst, 1933, the Company paid 


to policyholders or their dependents the remarkable total of 


$800, 170,033. 


There is a Sun Life policy for every require- 
ment and a trained Sun Life representative 
ready to give you expert advice on request. 


SUN LIFE 


ASSURANCE 


COMPANY OF CANADA 


Head Office: MONTREAL 
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Refuses Operation To 
Correct Disability 


COURT UPHOLDS CONTENTION 


Company Contends Insured Is Not Per- 
manently Disabled When Simple 
Operation Would Cure 


A court decision of unusual interest 
because it is the first decision on the 
question in this jurisdiction is that made 
by Justice George L. Genung in the New 
York Municipal Court recently in which 
he held that an insured under a policy 
containing a disability provision is under 
no duty to submit to an operation to 
remove or alleviate the disability as a 
condition precedent to recovery of dis- 
ability benefits. 

The case is that of Hyman Finkel- 
stein, a butcher, who developed a hernia 
in the course of his work. A policy he 
carried with the Metropolitan Life con- 
tained a disability benefit provision and 
he applied for these benefits claiming he 
was permanently disabled from carrying 
on his work as a butcher. The Metro- 
politan Life contended and _ showed 
through medical testimony that the her- 
nia could be removed or corrected by 
operation not dangerous to life and one 
that in a large percentage of cases was 
shown to be successful. The insured re- 
fused to submit to such an operation and 
stood upon the terms of his policy. The 
court in its opinion held that in the ab- 
sence of any stipulation in the insurance 
contract requiring the insured to submit 
to such an operation the company could 
not force him to do so. The Metropoli- 
tan’s contention was that the insured was 
not permanently disabled as the hernia 
could be corrected by a simple operation 

The Metropolitan Life will take ap- 


Fraternal Monitor Brings 
Out Two Reference Charts 


Complete and detailed information on 
fraternal societies, life insurance com- 
panies and life associations appears in 
the 1934 editions of the Consolidated 
Chart of Instfrance Organizations and 
Statistics Fratérnal Societies which have 
from the press of the Fraternal 
Monitor, Rochester, N. Y. These publi- 
cations have been compiled by Arthur S. 
Hamilton. They present a complete re- 
view of life insurance operation for 1933. 

he Consolidated Chart combines the 
reports of 384 fraternal societies, life 
insurance companies and life associa- 
tions. It gives practically the complete 
report for those organizations to the in- 
surance departments together with the 
rates for insurance of the first two sys- 
tems and the gain and loss exhibits of 
182 life insurance companies. 

Statistics Fraternal Societies is a vol- 
ume of 240. pages giving detailed infor- 
maton relative to practically every fra- 
ternal society of the United States and 
Canada. 


come 





NEW ENGELSMAN CLASS 
The Ralph G. Engelsman agency began 
a new training school session recently. 


Metropolitan Makes Lotka 


Assistant Statistician 


Alfred J. Lotka, well known in the 
field of vital statistics, has been appoint- 
ed assistant statistician of the Metro- 
politan Life. Dr. Lotka has been con- 
nected with the statistical bureau of the 
Metropolitan for ten years in various ca- 
pacities and until his recent appointment 
was its general supervisor. 

Dr. Lotka has specialized in the study 
of insurance, medical and population sta- 
tistics. He received the D. Sc. degree 
at the University of Birmingham. Eng- 
land, attended the University of Leipsic 
in Germany, Cornell University, and 
studied for two years at Johns Hopkins. 

He wrote “The Money Value of a 
Man” in collaboration with Dr. Louis I. 
Dublin, third vice-president and statisti- 
cian of the Metropolitan, and also is the 
author of “Elements of Physical Biol- 
ogy,” the first book of its kind to be 
written, and his many papers on vital 
statistical topics are extensively quoted 
in this country, in England, France, Ger- 
many and in other countries. He has 
also contributed articles in more popular 
form to Harper's, The Forum, Outlook, 
Saturday Evening Post and to other 
magazines. 
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Union Mutual 
Life Insurance 
Company 


Portland, Maine 
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Ohio National in which it was held that 
the insurance company could not take 
advantage of the insured’s refusal to sub- 
mit to a simple surgical operation to al- 
leviate his disability unless the policy 
expressly provided therefore. The court 
in this case distinguished between cases 
under the Workmen’s Compensation Act 
and cases under insurance contracts. 

In concluding his opinion Justice Gen- 
ung said, “Whatever may be the rule in 
actions for personal injury and claims 
arising under the Workmen’s Compen- 
sation Act, the rule in actions under a 
policy of insurance would seem to be 
that in the absence of any stipulation in 
the policy requiring the insured to sub- 
mit to a surgical operation, the plaintiff 
is under no duty to submit to an opera- 
tion as a condition precedent to recovery 
under the terms of the policy. To hold 
otherwise would be to incorporate into 
the policy a new provision not therein 
contained and to impose upon the in- 
sured an obligation not stipulated in the 
contract. The court is powerless to make 
such a change in the policy and is bound 
to enforce the contract as it is written.” 





HEADS PITTSBURGH ASS’N 


H. T. Burnett of the Reliance Life has 
been installed as new president of the 
Pittsburgh Life Underwriters Associa- 
tion, other new officers of which are L. 
C. Woods, Jr., Equitable Society, and 
Steacy E. Webster, Provident Mutual, 
vice-presidents; W. Rankin Furey, Berk- 
shire, treasurer. 


NORTHWESTERN MUTUAL GAINS 

May business of the Northwestern Mu- 
tual Life of Milwaukee was 34% ahead 
of May last year and the first five 
months of 1934 34.7% greater than 1933. 





This is one of a series of advertisements, reproducing the pages 
of a new book,“ The Home Life Looks Forward”, which has just 
been published. If you care to have a copy of the entire book, write 
now to Cecil C. Fulton, Jr., Superintendent of Agencies. 


HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK, N.Y. 


ETHELBERT IDE LOW 
Chairman of thé Board 
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yee MEN associated with him shall 
portunity Mf there ambitions and 
ry them in that direction. 


JAMES A. FULTON 
President 











Page 8 








July 6, 1934 














Claims Manager Dies 
When Chemicals Explode 


W.R. HANMER KILLED IN CELLAR 





Executive Was Removing Rust from Top 
of Scales at Home; Had Made 
Chemistry a Hobby 





William R. Hanmer, head of claims di- 
vision, Phoenix Mutual, Ltd., was burned 
to death one morning last week at his 
home when an inflammable chemical with 
which he was working in the cellar be- 
came ignited, causing an explosion. 

Mr. Hanmer was in a workroom in the 
basement of his home engaged in clean- 
ing a scales. His wife, who left him a 
few minutes before the explosion, said 
that she saw him place some liquid on 
top of the scales in an attempt to re- 
move rust. She had returned to the first 
floor of the house only a short time when 
she heard the explosion. Going to the 
basement stairs she found the cellar full 
of smoke and fumes. 

Mrs. Hanmer then ran outdoors call- 
ing for help. Her son, Russell, aged 12, 
who was in the rear yard, attempted to 
gain entrance to the cellar through the 
rear basement door. He was forced to 
break a pane of glass to unlock the door 
from inside. Running to the workroom 
he found it a mass of smoke and flame. 
He returned to the yard crying for help. 


Interested in Chemistry 


In the absence of the East Hartford 
medical examiner, Dr. H. J. Onderdonk, 
Dr. Glover E. Howe of Hartford was 
called. After viewing the body and 
learning all the details Dr. Howe was of 
the opinion that some inflammable chem- 
ical had become ignited causing the ex- 
plosion. He believed that the explosion 
stunned Mr. Hanmer, knocking him to 
the floor and into the flames. Death, 
which he thought was sudden, was 
caused by suffocation and burns. 

It was at first thought by investigators 
that the explosion was caused by Mr. 
Hanmer’s having mixed two chemicals 
together. He had for a considerable time 
been interested in chemistry as a hobby. 
The belief that he was experimenting at 
the time was later abandoned. 





ENDLESS CHAIN RESULTS 





Three Connecticut Mutual Men, Merry- 
man, Fisher and Weisbard, Gets 
Many Cases From One 

George Merryman, a Baltimore repre- 
sentative of the Connecticut Mutual, 
called on a farmer several years ago 
and sold him a $7,500 policy. With this 
farmer as the starting point, he has 
branched out through the farmer’s rela- 
tives and friends until today from this 
one source he has secured 57 applica- 
tions for a total of $164,200. 

Jacob Fisher of the Detroit agency of 
the company started an endless chain 
by selling the director of operations of 
a chain grocery concern a $23,500 policy. 
To date from this one source he has 
secured 33 applications for a total of 

000, 


$200,000. 

A. I. Weisbard, Lane Agency of the 
Connecticut Mutual in New York City, 
started one of his endless chains by a 
$5,000 sale to a manufacturer and has 
gradually added to it until he has now 31 
cases for $217,500. 





FILE CONTINENTAL CLAIMS 

June 28 was the day set by Circuit 
Judge O’Neill Ryan to hear all applica- 
tions for legal fees and personal claims 
of attorneys and others against the Con- 
tinental Life of St. Louis. June 21 
there were claims for $80,000 in fees 
filed by the attorneys who defended the 
company against the receivership suit 
brought by Superintendent 
Up to June 21 requests for $120,952 al- 
lowances from the assets of the insolvent 
company had been filed, including in ad- 
dition to the lawyers’ claims $15,000 
sought by E. B. Toler, who as agent for 
the court was in charge of the company’s 
assets between January 3 and May 25. 


O’Malley- 


Brooklyn Managers Outing; 
G. V. Austin New President 


The Brooklyn Life Managers Asso- 
ciation held its annual outing at Canoe 
Place Inn, Hampton Bays, L. I. with 
dinners the evening of June 26 and 
sports all day on June 27. The associa- 
tion also elected its officers for the new 
year. 

G. V. Austin, general agent Aetna Life 
in Brooklyn, was elected president and 
Gibson Lewis, general agent Massachu- 
setts Mutual in Brooklyn, was elected 
secretary-treasurer. 

Among the Brooklyn general agents 
and managers who participated in the 
outing were G. V. Austin, Aetna Life; 
W. E. Diefendorf, Mutual Life; E. H. 


Driggs, Provident Mutual Life, C. V. 
Dykeman, Prudential; H. H. Letcher, 
Equitable Life; Gibson Lewis, Massa- 
chusetts Mutual; M. J. Sackerman, 
Massachusetts Mutual; and John H. 
Scott, Jr., Home Life; also John Diefen- 
dorf, guest of W. Diefendorf, and 
Joseph Huther, guest of J. H. Scott, Jr 





MINIATURE BOSTON CONGRESS 


Four Agents of City Made 10 Minute 
Talks; Hubbard, Jordan, Osgood 
and Morrow Speakers 

A “miniature sales congress” was held 
by the Boston Life Underwriters Asso- 
ciation Wednesday noon when four Bos- 
ton members gave ten minute talks on 
life insurance selling. The talks were 
“The Two Interview Sale” by William 
C. Hubbard, Phoenix Mutual Life; “Your 
Silent Partner” by Fred T. Jordan, as- 
sistant manager, Travelers, and presi- 
dent of the Boston Supervisors Club; 
“Business Life Insurance,” by D. Earle 
Osgood, Northwestern Mutual, and 
“Talking Life—Not Life Insurance,” by 
Julian E. Morrow, John Hancock Mu- 
tual Life. 





CAPTURED BY PIRATES 





Graeme D. Nicholl of Manufacturers Life 
Was a Captive After Ship Had Been 
Seized in Yellow River, China 

Graeme D. Nicholl, manager for North 
China for the Manufacturers Life, was 
one of the prisoners taken by pirates off 
the Chinese coast. He works from Shang- 
hai, and there are subsidiary offices in 
Peiping (Pekin), Tientsin, and Chefoo. 
It was Mr. Nicholl’s practice to visit 
these branch offices twice a year, and 
it is presumed it was whilst he was on 
one of these periodical journeys, part 
of which is undertaken by boat, that he 
along with five other foreigners and 
twenty-one Chinese was captured half- 
way between Taku, the port for Tientsiri, 
and Chefoo. The pirates seized the ship 
somewhere off the mouth of the Hwang 
Ho, or Yellow River. It is satisfactory 
to know that in the past Chinese pirates 
have been moderately considerate to 
their captives, their only object being, 
of course, the securing of a ransom. The 
British authorities obtained the release 
of the British subjects. 





PLAN LONDON MEDICAL MEETING 


The International Institute for Insur- 
ance Medicine will hold a meeting in 
London, England, this month, and repre- 
sentatives from many continental Euro- 
pean countries are expected to be pres- 
ent. The health service of life insurance 
companies is to be one of the chief 
topics. 





INDIANAPOLIS FIRM CHANGE 

Claude C. Jones, Jr. will become a 
partner with his brother George K. 
Jones, Indianapolis general agent of the 
Connecticut Mutual. Claude Jones has 
been associated with the Indianapolis 
Agency since 1924, first starting as a 
representative of the company under the 
direction of his brother. Since 1928 he 
has served in the capacity of supervisor. 








Group Accident and Sickness 
Now Active 


All group lines are experiencing renewed activity—none 


more so than accident and sickness. 


handle because 


It is satisfactory to 


It may be paid for entirely by employees and fre- 


quently is 


It is issued to groups as small as twenty-five 


Employees insured against occupational hazards 


want full protection. 


Our group experts will be glad to help you get business from 
concerns you know without expecting any part of the 


commission. 


ESTABLISHED 1865 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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DOUBLE INDEMNITY CASE veg pee 
Whether Infection Following Injury to ob dee 
Finger Resulting in Death Is Acci- ° tt 
dental Before Virginia Court Arion ¥ 
Whether or not a man who died Of won the « 
blood infection resulting from a masheiBy Arthy 
finger could be said to have come to his} New Eng 
death from accidental cause is a question prize with 
for the United States Circuit Court of cap prize 
Appeals at Richmond to determine in 2 Continent 
case appealed by the Life Insurance Cof After ¢ 
of Virginia from the district court af were awa 
Greenville, S. C., and argued before the§and more 
appellate court recently. The suit grevy excjtemer 
out of the death of William L. Rambof were jjste 
rural mail carrier of Greenwood, S. GB Life, won 
who carried $5,000 life insurance in thathof woods 
company with double indemnity. He§ prizes w, 
mashed his finger, which became infect-F (Central. 
ed, and died seven weeks later after his§K A ‘7. 
arm had been amputated. The company§ Fraser, 
paid the face of the policy but refuse(Bjiam J. D 
to pay the double indemnity, contending Foljowi; 
that blood tests taken during the illnesPeyening y 
of the insured showed the presence ORsion of py 
sugar and that his death was due to ‘May's acti 
diabetic condition. Judgment in favor) © 
of the beneficiaries who sued for recov GRAHA: 
ery of the additional $5,000 was given it ; 
the court below. _ James | 
in Springs 
feports a 
POLICIES SMALLER BUT MANY im , oO 
The size of the average policy in 19} vai be 
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The Acacia Mutual Life of Washing- 
ton, D. C., will start the erection of a 
$2,500,000 home office building which ul- 
timately will cover the complete square 
bounded by New Jersey Avenue, Lou- 
isiana Avenue, C Sireet, First Street and 
D Street. Part of these plans involve 


‘the purchase by the Government of the 


present building at First 
Street and Indiana Avenue which was 


' sold fow $1,060,000 and will be used by 


Government to house the Home 


Owners Loan Corporation. 

The Acacia Mutual the entire 
square on which its new home office will 
be erected, one of the choicest locations 
in Washington, fronting upon the new 
Capitol Plaza. When the present home 
office was erected the Government had 
not at that time constructed the streets 
that run through the Capitol Plaza, nor 
was there any certainty of the exact lo- 


owns 


Acacia Mutual to Erect Beautiful 


New Home Office In Capitol Plaza 


cation of them. Because of this situation 
the Acacia Mutual built the present 
building as a temporary solution of its 
needs. 

The new Acacia Mutual home office 
will have its*front directly on the new 
avenue which leads from the Union Sta- 
tion into Constitution Avenue, a boule- 
vard faced by all the new Government 
buildings, continuing past the Washing- 
ton Monument, the Lincoln Memorial, to 
the Arlington Memorial Bridge. 

The building will be in full view from 
the Union Station, from the Capitol and 
the terraces around the Capitol. Plans 
provide for a monumental structure to 
correspond to the Senate office building 
on the other side of the Capitol Plaza. 
The first segment will be built on the 
southeast corner of the square so that 
additional units can be added as_ the 
needs of the company make necessary. 
It will probably not be more than five 
or six stories high because the regula- 
tions require a medium height for build- 
ings facing Government property. 





Winners On Outing Of 


_ Greater N. Y. Managers 


The Life Managers’ Association of 
Greater New York held an all-day outing 
‘at the attractive Lido Country Club on 
‘Long Island last week with a full pro- 
'vram including golf, dinner, prizes, and 
bridge and other diversions. Harry 
‘Gardiner, John Hancock was in charge 
of golf; Joseph D. Bookstaver, Travel- 
ers, was in charge of prizes, and Ed- 
ward W. Allen of the New England Mu- 
tual, president of the association, was 
everywhere. 

The big prize of the day, the golf cup 

presented by Theodore M. Riehle, vice- 
president of the Life Underwriters Asso- 
ciation, was won by Eugene Homans of 
the Equitable Society with a handicap 
of 2 and a low gross of 74. Sayre Mac- 
leod of the home office, Prudential, won 
the guest prize with a low gross of 74; 
Arthur Youngman of the Mutual Benefit 
won the class A prize with a net 78; and 
H. Arthur Schmidt of Allen & Schmidt, 
‘New England Mutual, took the class B 
prize with a net 74. The kickers’ handi- 
cap prize went to Matthew Lauer of the 
»Continental American. 
After the dinner at which the prizes 
‘were awarded there was a punch board 
and more prizes were distributed. In the 
excitement not all of the prizewinners 
were listed but Julian S. Myrick, Mutual 
Life, won the first prize, a matched set 
of woods and a fine leather bag. Other 
prizes went to W. E. Barton, Union 
Central; W. W. Carroll, Jr., Berkshire; 
K. A. Luther, Aetna Life; John M. 
Fraser, Connecticut General; and Wil- 
liam J. Dunsmore, Equitable Society. 

Following the awarding of prizes the 
evening was completed with a long ses- 
sion of poker and bridge to top off the 
day’s activities. 





GRAHAM AGENCY SPRINGFIELD 


_James P. Graham, Jr., general agent 
in Springfield, Mass., for the Aetna Life, 
teports an increase of 47% in written 
Volume of production; an increase in 
paid volume of 31% and an increase in 
paid premiums of 53%. Also the total 
Production of full-time agents is 81% 
better than for the same period in 1933. 





GRAND RAPIDS ASS’N OFFICERS 
The Grand Rapids Life Underwriters 
Association has elected as officers for 
the ensuing year president, Donald J. 
Porter, Equitable Society; vice-presi- 
dents, George B. Skiff of the New York 
life and Ray Fuller of the Northwest- 
‘m Mutual Life; secretary-treasurer, 
John A. VanderWerf of the Midland 
Mutual Life. The association at the end 
of the current year showed a 35% in- 
crease in membership. 


roximatel) 





PILOT GAIN 51% FOR YEAR 

Gain in paid-for business by the Pilot 
Life up to the close of May was 51% 
greater than for the first five months of 
1933. The company has had a gain in 
written business the 
months without interruption. 


for past twelve 








Attractive Policies 
Children's Insurance 
Retirement Income Endowment 


Philadelphia Life 
111 N. Broad St. 





Opportunity In West Virginia 


Can you build a General Agency? 
Do you live in Wheeling, Charleston, or Huntington? 


Glad to furnish full information. 


Insurance Company 


Par and Non Par 
Low Cost Life Policies 
Special Adjustment Policies 


Philadelphia, Pa. 

















HOUSE ORGAN CHECKS READERS 


The editor of American Central Items, 
publication of the American Central Life 
of Indianapolis, has adopted a method 
for ascertaining the reader interest 
aroused by the magazine. The line, 
“Clip this article and send it in; you 
will be suitably rewarded,” has been in- 
serted in the subject matter of one or 
two articles in recent issues. The num- 
ber of clippings sent in is used as a 
barometer to indicate the kind of ma- 
terial most appreciated and most widely 
read by the ficldmen. The publication’s 
readers are restricted to the company’s 
agents. 





CANADIAN BILL APPROVED 
The Canadian senate banking commit- 
tee has approved the bill designed to in- 
corporate the insurance fund’ of the An- 
cient Order of Foresters into a mutual 
insurance company. 





SMUTUAL BENEFIT 


not by time. 


LIFE 








LIZINZIG TWALAW 


to serve you: as a credit index, as an emergency 
reserve fund, as a retirement fund. When your family 
needs it most, life insurance swings into action for it 


alone, of all investments, is governed by events and 


SMUTUAL BENEFITS 


a LIZZNA@ TWAL 


WHEN YOU NEED it most, life insurance will be ready 





THE MUTUAL BENEFIT 
INSURANCE COMPANY 


300 BROADWAY, NEWARK, NEW JERSEY 





A LONDON PERSONALITY 





F. E. J. Smith of Clerical, Medical & 
General, a Lawyer With Actu- 
arial Interests 

F, E. J. Smith, who presided at the 
recent annual meeting of the Clerical, 
Medical & General Life Assurance So- 
ciety in London, is one of the most in- 
teresting of British insurance figures. 
Mr. Smith is a tall man of impressive 
presence and he looks considerably less 
than his 71 years. He is one of London’s 
best known attorneys and a member of 
the Council of the British Law Society. 
His directorships include the Employers’ 
Liability Assurance Corporation and the 
General Reversionary & Investment Cor- 
poration. 

Mr. Smith declares that his recreations 
are reading and travel, but in fact he 
rarely takes a holiday, being thoroughly 
engrossed with his insurance and legal 
work. In his address he described ef- 
fects of the new mortality table recently 
issued by the Institute and Faculty of 
Actuaries; this and the fall in interest 
rates represent forces pulling in opposite 
directions. The net results are that 
with-profit and prime cost rates of pre- 
mium for whole life policies remain vir- 
tually unchanged; non-profit rates are 
reduced, and the premiums for endow- 
ment insurances, in which improved mor- 
tality does not have the same play, are 
somewhat increased. Among the favor- 
able points in the society’s experience 
mentioned by Mr. Smith was a record 
profit from favorable mortality. 





DEMONSTRATE BY MARK NOTES 





Lapsed Policy Worth No More Than 
Germany’s Inflation Currency, Illi- 
nois Bankers Points Out 


The Illinois Bankers Life of Mon- 
mouth, Ill., has sent out to its agents ac- 
tual German banknotes from the infla- 
tion period, now worth nothing, to use 
in conservation work. After quoting 
Thomas Jefferson as saying of such pa- 
per money that “it is only the ghost of 
money and not money itself,” the Firing 
Line, publication of the company, sug- 
gests: 

“A lapsed policy, like these German 
marks, or the securities of defunct com- 
panies, is merely the ghost of money. 
Its value has vanished into thin air. 

“Show one of these German notes to 
your prospect who thinks he is protect- 
ing his family with investments of his 
cwn—they can fade away quickly like 
the value of this so-called money. Ask 
the man who is lapsing his insurance 
how he would like his widow to trade his 
policy for one of these German notes— 
one will be as worthless as the other if 
he fails to pay his premium. Shall he 
leave her real money or merely the ghost 
of money ?” 





NEW POST FOR C. P. BELL 

Clifford P. Bell was appointed assistant 
manager in the H. M. Clark agency of 
the Connecticut General in Albany, N. Y., 
June 1. Mr. Bell was born in Philadel- 
phia and attended the Wharton School 
of Finance. He has had broad experi- 
ence in life insurance, covering home of- 
fice and field work in sales and mana- 
gerial lines during the past fifteen years. 
For the past three years and a half he 
has been located in Albany. 
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Keeping in Touch With the Best Ideas. Checking 
Up With the Man in the Field. A Clearing House 
of Advice and Opinion. Where Do I Fall Down? 
Why Do I Not Get Results I Feel I Am Entitled To? 


Copyright 1934 L. L. Montgomery 


The Things of the Present 


Life Insurance Salesman: 


“Fear has no place in a decision of this kind, Mr. 


Prospective Client. I am not 


going to talk about what may or may not happen to your family in the event of 


your not being able to see your plans through for them personally. 


The accumula- 


tion plan I am showing you here will take care of that situation automatically. 
Eventually you will plan to set up an income account for yourself and your wife. 


Here both objectives are 


accomplished simultaneously. 


The future in this way 


takes care of itself, leaving you the enjoyment you are entitled to in the things of 


the present.” 


Selecting Successful Life Insurance Salesmen 


can not conceive of any 
activity than 
insurance. 


Personally | 
more difficult or strenuous 
the successful selling of life 
A man entering life insurance work is 
going into business for himself, taking 
practically all the risks of success and 
failure. He must supply his own capital 
exactly as if he were going into the re- 
tail business. And 


go after people is a much rarer specimen 
and there are limitations in the number 
of those qualified. 

This difference mentioned is one of 
the causes for the failure in the present 
hit or miss methods of selecting life in- 
surance agents. At present they are se- 
lected by men who are naturally biased 

in favor of taking 





he goes into a 
business where the 
the average in- 
come for agents is 
less than a thou- 


Selling Thought for the Week ess 


A home is not brick and mortar but 
a place where a family can be kept to- 


them on, the proc- 
be ‘coming a 
matter of “selling” 
them the business, 
because it is to 
the financial in- 
terests of the sell- 





sand dollars a gether as a going concern. 
year. largely due b 
to the sales re- 


sistance created by flooding the market 
with incompetent and badly trained men, 
utterly unfitted vocationally for the work. 

If you were a banker in a community 
and you were asked by a prospective re- 
tailer what the opportunities were in the 
opening of a man’s clothing store, what 
are the questions you would be likely to 
ask before replying? Would you not 
want to know how much capital the 
about-to-be-retailer had? Where was 
the store to be located? What about 
the competition in the neighborhood? 
Were. there any possible advantages ob- 
tainable to compensate for such compe- 
tition? What were the relations to be 
developed with the manufacturers? Was 
it proposed to represent one line exclu- 
sively or many lines? What was the 
background and experience ? What 
training was there in the particular 
field? Was there a thorough under- 
standing of costs, rent, wages, selling 
prices, possible profits? How many 
members of the community would it be 
necessary to have as customers to make 
the store pay? What about credit? 

The questions asked would follow the 
same lines were any other form of re- 
tail store considered. There would, how- 
ever, be certain obstacles to overcome 
and additional questions would have to 
be asked if a barber shop were to be 
opened or there was the question of be- 
coming a plumber. Razors and scissors 
are delicate things to handle and in a 
multitude of pipes there is much tech- 
nique to be compensated accordingly. 
Plumbers have quite an aristocracy of 
their own. They know and they know 
that they know—which is wisdom. One 
is not let loose upon an unsuspecting 
pipe without a license. Barbers, I be- 
lieve, go to barbers’ colleges before they 
are permitted to strop and hone. 

Now in all of these businesses men- 
tioned there would be very much less 
difficulty than in the selling of life in- 
surance. The qualifications for a suc- 
cessful retailer are in my opinion much 
less of a requirement than those neces- 
sary for life insurance. There is a vast 
difference between waiting for people to 
call and assuming the initiative of going 
after people. The type of man who can 


a er. No matter 
what may be said on this score turn-over 
covers a multitude of sins. If one man 
comes in and sells a policy and then quits 
there are other beginners to take his 
place, and the merry-go-round goes on. 
Time and supervision costs are over- 
looked. Volume of production and turn- 
over may be in inverse ratio. 


It is my opinion that the selec- 
tion of life insurance salesmen should 
be in the hands of those who are skilled 
in the using of psychological tests espe- 
cially prepared in conformity with the 
specifications for success in the selling of 
life insurance. It has been demonstrated 
again and again that it is possible to tell 
in advance whether a man has the quali- 
fications and habits which will enable him 
to succeed in going out to sell intangi- 
bles, dealing in nothing but effective 
conversation, and equally show that he 
could not succeed in work where such 
qualifications were lacking. This vital 
distinction between Do they come to him 
or Does he go to them lies at the base 
of all scientific selection of men to as- 


certain those fitted for success in life 
insurance selling. 

While of course there are many other 
qualifications necessary to succeed in 


selling life insurance, the one qualifica- 
tion mentioned here is sufficient for my 
purpose because all I am asking is that 
if one qualification be so important then 
why are not steps taken to stop the hit 
or miss ways of recruiting life insurance 
salesmen and a scientific procedure used 
that will separate the negative prospects 
for selling life insurance from the posi- 
tive immediately. In a medical examina- 
tion, if the heart be not found right, 
then it is not necessary to make any 
further examination. 

It would be very easy for any life in- 
surance company to test this matter of 
selecting men scientifically. Let an ap- 
peal be made to those who would like 
to investigate the possibilities of life 
insurance as a career to come to a cen- 
tral bureau at the home office or else- 
where. Tests would be given and con- 
ferences arranged. It could be pointed 
out that the test would be helpful in 
disclosing the vocational aptitudes if 





HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 


FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 





INDUSTRIAL 


HOME OFFICE 


INTERMEDIATE 











WOODWARD anv FONDILLER. inc. 
@ Consulting Actuaries ° 


90 John Street, New York 
Telephone Beekman 3-6799 





“Opportunity for Men of Ability” 


THE COLONIAL LIFE 
INSURANCE COMPANY ORDINARY 


—of America — 
(Est. 1897) 


Operating in New Jersey—New York—Pennsylvania 
and Connecticut 


SERVING THE PEOPLE 37 YEARS— 
AND CONTINUING TO PLEASE! 


“REPRESENT A GOOD COMPANY” 





JERSEY CITY, N. J. 


GROUP 














Increasing success comes to field men of THE 
LINCOLN NATIONAL LIFE INSURANCE COM. 


PANY because they have back of them . . . a sound, 


conservative, strong company—saleable, varied policy forms— 


and a powerful advertising program. * 


* * OO * * * 





other than for life insurance. I know 
personally how appealing this is because 
I obtained seventy-two replies to one 
advertisement headed: “ARE YOU 
SURE THAT YOU WOULD NOT BE 
FITTED FOR LIFE INSURANCE 
SELLING?” The advertisement con- 
tinued: “Why not find out? Tests given 
by psychologists of the highest standing. 
Your dominant vocational aptitudes as- 
certained, Helpful to you in any activity 
you may select as a life work.” Etc. 

True, the life insurance company 
would have to employ a consulting psy- 
chologist in the beginning to establish 
such a department, but it would be the 
best investment it could make. It is not 
work that could be undertaken by gen- 
eral agents or branch managers, though 
ultimately trained men would be made 
available from the home office to make 
tests and local selections. 


. 
Time Control 
F. 3. 

Time control is merely another name 
for the efficiency principles: Records, 
plannings, scheduling and despatching. 
It has really nothing to do with selling 
proper. It is part and parcel of the 
equipment of every successful man, no 
matter in what activity he may be en- 
gaged. 

Personal efficiency is finding and tak- 
ing the best, easiest and quickest ways 
to the desirable things of life. And to 
obtain the desirable things of life you 
must plan for them. Time control is not 
a word I care to use. It is too vague 
and not objective enough. Besides it is 
again not a question of so much time 
but of so much accomplishment per unit 
of time. 

My own test is: How many people 
have you seen today from whom you 
have obtained the necessary information 
upon which to present a plan that will 
put them in a stronger position than 
they were in before you called, using a 
life insurance company as a working 
partner in reaching their objective in 
life. 








Hot Weather Selling 


“Ice Breakers” are even more 
important in summer selling than 
Fidelity has tried and 
which 


opportunities to 


in winter. 


proven tools increase its 


agents’ gain a 
hearing and pave the way for more 


resultful interviews. 

Eye Appeal Effective 
These “ice breakers” bridge the 
critical first few minutes of the in- 
terview, capture attention, arouse 
interest and launch the agent into 
his selling theme. Backed by a 
complete kit of modern policy 
forms Fidelity agents find these 
particularly useful 
in hot weather selling where inter- 


“ice breakers” 


est must be captured quickly. 


Send for booklet, 
“The Company Back of the Contract” 


INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT President 


“ep issu MUTUAL LIFE 
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James De Peyster Ogden, center, was the Company's first president. Beside him stands Aaron Merchant, vice-president, who became the second president, 


IT WAS APRIL 12, 1845... 


N a small down-town office in old 
New York, a group of leading 
citizens were gathered to found a new 
company, dedicated to mutual protec- 
tion. Home-loving pioneers of a young 
republic, they saw in this mutual under- 
taking the seed of a great public service. 
Since there would be no stockholders, 
they personally pledged $55,815 to guar- 
antee funds to meet its obligations. 
Four months later the Company’s 
first advertisement clarified its principles 
of mutuality and investment: Dividends 
would be paid to policyholders only .. . 
funds would be ‘safely invested for the 
benefit and security of all.’ 


In fulfillment of these two ideals, the 
New York Life has paid over one billion 
dollars in dividends to policyholders... 
and has steadfastly adhered to the prin- 
ciple that in investing safety is a/ways 
the first consideration. 

* * * 

The New York Life agent in your 
community represents a strong mutual 
company with a background of success- 
ful management through every crisis of 
the past 89 years. When the New York 
Life man calls, welcome him. His train- 
ing and experience may prove helpful 
to you in working out an insurance 
plan to fit your particular needs. 








“HAVE YOU EVER THOUGHT OF IT 
LIKE THIS?” 


Suppose you put $10,000 of the best securities 
in a safe deposit box... You might say to 
your wife, “If I die before you do, this is 
for you and the children. But if I live to 
retire, we'll have it for our old age.” 

But suppose you don’t have the $10,000 now. 
Nevertheless through life insurance you can 
have $10,000 paid to your family if you die 
prematurely, or to yourself in your old age. 
When the New York Life man calls, ask him 
to tell you about it, and to leave you our book- 
let, “Take the Worry Out of Life.” 


Make Life Insurance 
The Foundation of Your Financial Program 





SAFETY IS ALWAYS THE FIRST CONSIDERATION . . . NOTHING ELSE IS SO IMPORTANT 


NEW YORK LIFE INSURANCE COMPANY 


A MUTUAL COMPANY FOUNDED IN 1845 
(The above advertisement appears in July issues of Saturday Evening Post, Collier’s, Time and Literary Digest) 


THOMAS A. BUCKNER, President 


51 MADISON AVENUE, NEW YORK, N. Y. 
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General American Raises 


Its Dividend Scale 50% 


Effective on July 1 the General Amer- 
ican Life increased by 50% the dividend 
scales on all Missouri State Life and 
International Life policies on which the 
dividends prior to that date were on the 
basis of 50% of the basic: scale. The 
increase brings the dividends up to 75% 
of the basic scale. On policiés on which 
the dividends have never been less than 
75% of the basic scale there will be no 
change in the dividends payments. In- 
cluded in the latter group is the Missouri 
State Life’s special ordinary life annual 
dividend policy. The increase in the 
dividend on the old Missouri State Life 
and International Life policies has been 
made possible by the efficient manage- 
ment of the General American Life 
which on September 7, last, took over 
the business of the Missouri State Life. 





Knight Agency Has Already | 
Passed Last Year’s Total 


The Charles B. Knight Agency, Inc., 
New York, general manager for the 
Union Central Life, had in June paid- 
for business totaling $3,531,000. This 
is approximately $2,000,000 more than 
was paid for in June, 1933, when $1,- 
549,000 was reported. The total paid- 
for business for the first six months 
of 1934 is $17,971,175 as compared with 
$17,958,013 for the entire year of 1933. 











THREE GENERATIONS 





Thomas W. Russell, III, Is Third Gen- 
eration To Have Connecticut 
General Coverage 


Thomas W. Russell is a director of the 
Connecticut General Life and also an in- 
surance agent in Hartford. On his wall 
is Policy No. 5 of the Connecticut Gen- 
eral, which was taken out by his father 
in 1865. His father became president of 
the company. 

Some years later Director Russell took 
out a policy, and, recently, his son, Thom- 
as W. Russell, III, was insured in the 
Connecticut General. 





JOHN P. GOMPH DEAD 





Former General Agent of Penn Mutual 
in Toledo; Was Succeeded By 
Charles E. Spencer 

John P. Gomph, who because of seri- 
ous illness recently resigned his position 
of general agent for the Penn Mutual at 
Toledo, died Sunday, July 1, at the age 
of 61. He joined the company at Utica 
in April, 1911, and was appointed general 
agent at Toledo in January, 1917. As 
has been announced, he is succeeded as 
general agent at Toledo by Charles E. 
Spencer. 





BROUGHTON WITH NEW ENGL’ND 

Philip Broughton, one of the most suc- 
cessful agents in New York and who one 
year paid for $3,000,000, is now with 
Allen & Schmidt, general agents, New 
England Mutual Life, New York. City. 
He was formerly with the McNamara 
agency. 





APPOINT J. R. MONTGOMERY 

J., Renwick Montgomery has been ap- 
pointed associate manager for the Phoe- 
nix ‘Mutual Life in charge of Eastern 
Pennsylvania. Mr. Montgomery was 
formerly connected with the Phoenix 
Mutual, but four years ago resigned to 
become general agent of another com- 
pany in Philadelphia. 


COWAN GOES TO CLEVELAND 

David M. Cowan, who has been man- 
ager of the Jersey City office of the 
Sun Life of Canada for more than ten 
years has been transferred to the Cleve- 
land office succeeding Fred S. Rose who 
has been placed in charge of the San 
Francisco branch. Mr. Cowan has been 
with the company for seventeen years 
and formerly represented it in Van- 
couver. 
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Group Headed by John T. Balfe formerly with McNamara Organization Pho- 
tographed After Luncheon Given to Them by K. A. Luther and R. H. Keffer in 
Connection with the Opening of the Agency Branch of the Aetna Life at 110 East 
42nd Street, New York, which has been closed for a year. 

Seated, I. to r.: Joseph A. McDonough, Frank M. Minninger, Jr., John H. Brady, 


John T. Balfe, Wilfred H. Simeral, Allen O. Cole. 
Thomas F. Lantry, Harry A. Sankin, George F. 


George T. Simon. 


WILLIAMS NEW HAVEN MGR. 

The Connecticut General Life an- 
nounces the appointment of Frank O. H. 
Williams as manager of its branch office 
in New Haven. The branch office suc- 


Standing, |. to r.: James L. Rizer, 
McClelland, Francis C. Griman, 





ceeds the general agency operated by 
the former partnership of J. B. Wallace, 
Jr. and O. S. Spencer. Mr. Wallace, 
general agent, will continue to represent 
the company and will be located in the 
branch office. 
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Life. 


RELIANCE LIFE INSURANCE COMPANY OF PITTSBUR 


“shave to die to win.” 


resent over 60% of all Reliance payments. 


Ask Harrison I. Dye 
of Virginia— 
A Reliance Leader. 


LIVE AND WIN 


™ insurance took on a new meaning with 


the writing of policies under which you don’t 


Benefits to the living rep- 
The 


life, accident and health coverage afforded by the 
Reliance Perfect Protection Policy is assured full 
measure of value because of the safety, the 


strength and the generous service of Reliance 












Let us prove it! 
BROKERAGE DEPARTMENT 





THE 
Clancy D. Connell 
AGENCY 


ProvIDENT MuTUAL LIFE 
INSURANCE Co. 


99 John St., New York 
Phone BEekman 3-6131 








L. D. Hemingway Associate 
General Agent At Pittsburgh 


Lee D. Hemingway, who recently re- 
tired as general agent for the Connecti- 
cut Mutual in Pittsburgh, will continue 
with the company in the capacity of 
associate general agent. Mr. Heming- 
way will maintain offices in the Union 
National Bank Building, Pittsburgh, and 
will devote his time largely to estate 
analysis work for which he is so well 
qualified by education and experience. 
Although engaged in general agency 
work for the past twenty-four years he 
has always been a successful personal 
producer, and in each of the past three 
years has had better than a million dol- 
lar production. 





H. A. SCHMIDT’S HOLE-IN-ONE 

H. Arthur Schmidt, general agent, New 
England Mutual in New York, has join- 
ed the select ranks of the hole-in-one 
golfers having made his shot recently at 
the Ridgewood Country Club, New Jer- 
sey, in the qualifying round of that club’s 
championship match. The Ridgewood 
local newspaper tells how Mr. Schmidt 
dropped his tee shot into the cup on the 
third hole. The ball went straight at 
the pin, landed short of the hole and 
then rolled up into the cup. Mr. Schmidt 
was playing with A. Nye Van Vleck, 
vice-president, trust department, Guar- 
anty Trust Co. 





JEFFERSON STANDARD AHEAD 

The Jefferson Standard Life of 
Greensboro, N. C., reports a gain in in- 
surance in force for the first half of 
1934. The amount now totals $310,047. 

President Julian Price states that while 
other semi-annual statement figures are 
not yet available, he is expecting gains 
in other departments. 

The company’s renewal record on busi- 
ness less than two years old stands high- 
er than for any six months’ period since 
1929. 


COLORADO ASS’N OFFICERS 

The Colorado Association of Life 
Underwriters has elected the following 
officers: President, Paul S. Jolley, Den- 
ver; vice-presidents, J. FE. Robinson, 
Denver, A. Piatt Hart, Boulder, and 
Miss Janet Freed, Pueblo, and secre- 
tary-treasurer, Ross Whetsel, Denver. 


CANADIAN SALES INCREASE 

Total sales of new paid for ordinary 
life insurance in Canada and Newfound- 
land in May by nineteen companies hav- 
ing 91% of the total business amounted 
to $33,184,000, compared with $30,497,000 
in the same month of 1933. 
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The Equitable looks back 75 years 
































Not For a Day, But For All Time 


The Equitable was founded in 1859— 

Three Quarters of a Century ago. 
Conditions of living have changed 

in these 75 years. Even greater changes 


may occur during the next 75 years. 


But whatever the future customs of our 
people, life will always be uncertain for 
the individual. Support will be required 
for dependents, as well as provision for 
the needs of old age 

During the last 75 years The Equitable 
has paid more than Three Billion Two 
Hundred Million Dollars to policy- 
holders and beneficiaries. It now has in 
force over 1,600,000 policies for more 


than Six Billions of Insurance. During 
the next 75 years the payments provided 
for under these existing policies will also 
have been made—to aid stricken fami- 
lies, to keep children in school, sustain 
people in old age and prevent poverty. 
Concurrently many additional 

Billions of insurance will have 
been issued for similar 
beneficent purposes. 
Thus, while generations 
come and go, The 
Equitable Life Assur- 
ance Society stays and 


pays. 








THE EQUITABLE 


FAIR— JUST 


LIFE ASSURANCE 





SECURITY — PEACE OF MIND 


SOCIETY 


MUTUAL— COOPERATIVE 


OF THE U.S. 


NATION-WIDE SERVICE 





Thomas I. Parkinson, President 
393 Seventh Ave., New York, N. Y. 
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Connecticut General Field Conference At Lake Placid 





Frazar B. Wilde Story 


(Continued from Page 3) 


to look upon our business with confi- 
dence. 
Fallacy About Coverage 


“The particular place of life insurance 
cannot be analyzed as simply. We have 
heard it said that we have over-sold the 
public, and that one reason for the heavy 
lapsation of the last four years is this 
fact. If that is a fallacy, and so it seems 
to us, we ought to disprove it. There 
are quantities of statistics bearing on 
that subject and many of them are fa- 
miliar to you. A repetition of some of 
the more unassailable facts should be 
rather conclusive as far as statistical 
demonstration is concerned. First, sup- 
pose we examine the situation from the 
point of view of the population and in- 
surance in force. We count 125,000,000 
of people in this country, carrying in 
round figures nearly 100 billion dollars of 
insurance. This means less than $1,000 
of insurance per capita, which seems 
and is small. We can approach these 
figures in a different way. The income 
of the country, though difficult to accu- 
rately cstimate, is probably running at 
the rate of around fifty billion dollars 
this year. The insurance in force there- 
fore is equivalent to carry on that income 
for hardly two years. Two years is a 
rather short time for children to grow up 
and for families to rehabilitate them- 
selves in this complicated world. Why 
isn’t there more insurance? Perhaps it 
costs too much. The figures don’t so in- 
dicate. As an estimate, 2 billion dollars, 
or 4% of the national income purchases 
the protection now carried. As you all 
know, 10% is the minimum which will 
furnish even a reasonable continuation of 
income through insurance. If the nation 
is to be adequately insured from the 
standpoint of life insurance and old age 
income, the average budget must be 
operated on what is termed the 80% 
basis, with 20% first deducted for the 
\vital needs of protection, retirement and 
other savings. 


“These simple illustrations show clear- 
ly that the population as a whole is 
greatly under-insured, not only from a 
theoretical but from a practical stand- 
point. There is no theory involved in 
an 80% budget. Thousands of people 
have reduced their budgets the last four 
years to a greater extent and have still 
carried on moderately well. The prob- 
lem, therefore, is one of education and 
of selling, terms which are in a way 
synonymous. The figures used are im- 
pressive and conclusive, and could be 
made even more so by being carried 
further, but I do not wish to weary this 
meeting with too many numbers. Gen- 
eral statistics may be looked upon skep- 
tically and so as a check on the accu- 
racy of these general averages and the 
conclusions drawn from them, we made 
an investigation in our own business. 
This inquiry brought forth startling con- 
firmation of the general averages. Nat- 
urally the results, in one sense, should 
be better because we were taking only 
people who had been written for insur- 
ance during recent months. Actual pol- 
icyholders buying contracts now must 
have a larger belief in the advantages of 
insurance and hence ought to show a 
much better result than the average. Out 
of 1,000 recent applications where we 
issued insurance, the total average in- 
surance on these lives, including that 
carried in other companies, was almost 
exactly $10,000, but the average income 
was almost an even $3,000, so that this 
selected group was protected for only 
3 1/3 times their income, or less than 
four years of insurance protection if all 
the money was available for income. We 
know this would not be true as there 
would be bills and other expenses to dis- 
pose of. Nothing further is needed to 
demonstrate that despite our efficient 
work in selling life insurance, the public 


New York City Delegation 














Top Row, L. to R.: P. W. Cook, H. R. Tompkins, W. W. Benker, C. H. Deming, 
Harold A. Gilman. 
Middle Row: G. Harry Jackson, W. T. Gudeon, Albert Love, Edward Gartland, 
Arthur P. Woodward, Ira S. Mark. 
Bottom Row: Ralph Haynes, A. D. Cole, Earl Y. Duncanson, Thomas G. Murrell, 


Blake Harrison. 


is not over-insured, even though some 
individuals may be. 


Intangible Factors of Situation 


“So much for factual demonstration of 
the market. What about some of the 
intangibles, such as the average citizens’ 
attitude? Little need be said on that 
subject. The extraordinary record of 
life insurance during the last four years 
has put the finishing touches on the re- 
markable impetus gained by life insur- 
ance during the last gencration. The 
war and government insurance adver- 
tised the idea of larger amounts of in- 
surance payable as income. The influenza 
epidemic showed vividly how quickly and 
how unexpectedly, without respect to age 
or sex, life insurance may be called upon 
to immediately function. The depres- 
sion demonstration showed the financial 
strength and the investment aspect of 
life insurance, in such a way that noth- 
ing can take away this great public con- 
fidence. The present question resolves 
itself into one of sales technique to show 
and assist the public to have what they 
want and want it bad enough to have it, 
including the adoption of the necessary 
80% budget.” 


Trends and Their Significance 


Discussing Washington and economic 
trends, Mr. Wilde said: 

“From the standpoint of the intangi- 
bles in the future, what is the outlook? 
Let us be candid. There is one thing 
that could deny life insurance the tre- 
mendous place which is otherwise guar- 
anteed it. I refer to governmental 
changes in our economy, whether 
brought about by this administration or 
some other. Despite several waves of 
apprehension which we have experienced 
in the past two years, most of us have 
steadfastly refused to believe that the 
nation under this or any other admin- 
istration would become involved in wild 
inflation. I am still of that opinion, and 
that view is apparently the conviction 
of the majority of investors in the coun- 
try, as evidenced by the price of fixed 
income securities. We may invoke fur- 
ther credit and monetary measures 
which might produce higher prices. As 
far as unrestrained inflation is con- 
cerned, it is most unlikely. Unrestrained 
inflation is associated with governmental 


collapse, such as occurred in Russia and 
Germany, and this country is not going 
to collapse. 

“‘But what about socialism?’ someone 
may ask, ‘and what about the govern- 
ment’s proposals for social legislation ?’ 
Before discussing this phase further, it 
might be well to consider what we mean 
by socialism. There is a classical defini- 
tion which I will not repeat. The average 
citizen’s definition of socialism is vague, 
generally speaking, consisting of viewing 
as socialistic entrance in whole or in 
part by the Government into a field 
which has heretofore been wholly con- 
ducted by private business without regu- 
lation. Such a definition is not a cor- 
rect definition of socialism, because only 
when the Government takes over a busi- 
ness and operates it for the public as a 
whole is it socialistic. When it regu- 
lates strictly it is more nearly another 
‘ism, namely Fascism. But in a prac- 
tical sense the public attitude may be 
accepted, because from it arises political 
and business reaction. In the sense, 
therefore, of the public definition of so- 
cialism, it seems to be true that this 
country and all countries with a highly 
complicated economy are tending in a 
socialistic direction. That need not sur- 
prise anyone, because our history and 
that of England, France and other in- 
dustrial countries shows that this trend 
has been going on for at least a hundred 
years. We may regret this trend, but 
it looks to me as though the logical 
thing is to accept it as a fact and be 
guided accordingly. My personal view- 
point is that we should endeavor to avoid 
acceleration in the rate of governmental 
ownership, and should try to make gov- 
ernmental regulation constructive and 
flexible. To give anxious thought to try- 
ing to stem the tide comes too close to 
King Canute’s heroics. 


No Need for Apprehension 


“T see nothing whatsoever to fear in 
our business if the pace in government 
activity is not too rapid.” In the early 
days of the republic there was little ex- 
change of goods and services. We lived 
in a simple economy, practically every 
family was self-sufficient and there were 
no public utilities. When water could 
not be supplied in a growing community 
by individually owned wells, quite fre- 


quently a private water corporation was 
formed. Many exist today, but the ma- 
jority of cities supply water as a govern- 
mental function. In other words, water 
is nearly 100% socialized. We are not 
filled with apprehension over this devel- 
opment, which to us seems as natural as 
publicly owned schools, roads and other 
public services. Public utilities of more 
recent origin and development, such as 
electrical systems, have been socialized 
in some communities and may be in 
others. It seems reasonable to believe 
that businesses which are monopolistic 
or are charged with a high degree of 
public convenience and necessity, as for 
example railroads or even milk distribu- 
tion, will come under an_ increasing 
amount of governmental regulation, with 
the lowering of allowed profits and per- 
haps ultimate and complete socialization, 
We need not be alarmed at this develop- 
ment. If we even partially exercise our 
responsibilities as individual citizens, we 
can make this development slow and 
cvolutionary, and we can insist that own- 
ers of property receive. proper compen- 
sation for the reasonable investment 
value of the property taken over. But 
these developments if they occur are not 
antagonistic to life insurance. On the 
contrary, they maintain jobs and proba- 
bly increase them. Socialism, as prac- 
ticed in this country, expects to permit 
differential earnings in accordance with 
ability. Opportunities for unusual and 
sudden earnings in many fields may be 
limited, but this is an argument for 
greater need of insurance. The small 
membership in the socialistic party, de- 
spite the times, is utterly convincing to 
me that this country will accept social- 
ism only to a limited extent in restricted 
fields and only over a period of years. 
“The possibility that state and national 
governments will propose insurance 
schemes is an advertisement for us 
rather than an obstacle to our progress. 
No plan of government insurance is like- 
ly to be adequate for the needs and am- 
bitions of the prospects of an insurance 
company interested in ordinary fields. 
Men and women whose ultimate earn- 
ings are from $2,000 upwards are not go- 
ing to be satisfied with an old age pen- 
sion of $10 a month, or even $25 a month. 
The fact that pensions are shown to be 
needed by government recognition of 
them increases our chance of selling in- 
come insurance, for example, to that por- 
tion of the public at large with whom 
we desire to contact. Unemployment re- 
lief under any organized plan seems to 
me an enormous and most difficult 
undertaking, but it will, if only partially 
successful, increase the stability of busi- 
ness and anything which stabilizes busi- 
ness is likely to make prospects more 
willing to buy and make policyholders 
better able to carry on and avoid lapses. 


Insurance a Necessity 


“Under our mode of life, life insurance 
is an absolute necessity. Nothing can 
take its place. One hundred years ago 
it was not greatly needed, because the 
home furnished food, shelter and cloth- 
ing. Little, if any, cash was needed. To- 
dav homes are dependent upon money 
and cash, which for most people can be 
produced only through life insurance if 
the money earner is eliminated. The 
public will never be entirely cured 
of speculative ambitions, but there is an 
increasing appreciation of the necessity 
of inaking provision for the carrying on 
of one’s life hopes and ambitions through 
the orderly yearly accumulation of small 
sums. 
regulation is to lower high earnings and 
stabilize average earnings, then the only 
method of creating estates is through 
the slow reliable process of personal in- 
sutance. 

“Whether we look at the insurance 
outlook as of today, as of tomorrow, or 
of many years in the future, the answer 
to my rhetorical question, ‘Where do 
we go from here?’ is forward toward an 
even more brilliant and larger place than 
ever before,” 
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Connecticut General Field Conference 


At Lake Placid 





Boston Agency Tells 
About Prospecting 


sIX TALKS ON SUBJECT HEARD 


Truman D. Hayes Says Calls on Old 
Policyholders Should Not Be at 
Expense of New Clients 


How a live insurance general agency 
handles prospecting was demonstrated at 
the Lake Placid Club by the Boston gen- 
eral agency, J. V. Gridley, general agent. 

E. H. Delamater, president of the Hub 
Hustlers, an organization in the agency, 
introduced these speakers. Subdivisions 
of the topic were these: 


“Prospecting By Locality,” Truman D. 


Hayes. 
“How I Use Centers of Influence,” 
E. L. Baker. 


“The Use of Office Leads as Sources 
of Prospects,” David H. Oakes. 

“Securing Prospects Through Cold 
Canvass,” Commander H. W. Jackson. 

“Prospecting Through Community Ac- 
tivity,’ Hubert B. Eames. 

“The Prospect Who Is ‘Overloaded 
With Insurance,” Ewart Horne. 

Summary, J. V. Gridley. 

Mr. Hayes read a number of clippings 
from daily papers illustrating how leads 
are obtained. He said, in part: 

“Before starting we may just as well 
remind you why we are in this business 
particularly. We live in a work-a-day 
world where, most of us have to earn 
our living. Life insurance gives us a 
better chance to gain a comfortable live- 
lihood in the present and greater op- 
portunity to lay up a competence for 
the future than does any other. It is 
moreover an altruistic profession which 
provides the opportunity we crave of be- 
ing helpful to our fellowmen and service- 
able to the communities where we live. 

“Our capital is time and our equipment 
ideas, and ability to make those ideas live 
in other men and women. Our success 
depends largely on how we employ these 
working tools. A vital element in success 
is concentration of effort. 


His Situation and Problems 


“My problems, as a prospector, are 
those of a man who has conducted a 
reasonably successful business for twen- 
ty years in a territory shaped approxi- 
mately like two-thirds of a circle with a 
fifteen mile radius. In this area lie thir- 
ty-five cities and towns with a total pop- 
ulation of 7,500,000. One of my problems 
arises from having a large group of cli- 
ents scattered throughout this whole 
area. 

“This long list is a great asset and a 
heavy liability. It is an asset because 
present clients are our best prospects and 
also our best source of other prospects. 
It is a liability because unless we guard 
against it they absorb all our time in 
service and so keep our business from 
increasing as it should. Old customers 
must be kept happy, but not at the ex- 
pense of new clients and new contacts. 
To compel myself to spend my time effi- 
ciently I have built a record system 
which one of my secretaries operates 
that shows clearly who my clients are 
in every city and town in my territory. 
It shows instantly all details of their 
present coverage and of equal import- 
ance for what new policies these old 
customers are or should be prospects. 
It discloses as well the result of my last 
conference and the date it took place. 

_ “My records also show for every vicin- 
ity with whom I should be getting ac- 
quainted to increase my sphere of use- 
fulness and what form of appeal has the 
best chance to win. I never make just 
one call in_a locality if it can be helped. 
Every day’s work requires calls on old 
customers to keep them happy. Follow- 
ing these come calls on other customers 
near by who are prospects for additional 
Protection. Finally come contacts to be 


(Continued on Page 16) 





Boston Delegation 








L. to R.: H. B. Eames, E. F. ee» E. L. Baker, E. J. 


Jackson, General Agent J. 


At Lake Placid 


Robert W. 
the Connecticut General, 
five years with that company. 
3ulkley, vice-president, has been with 
the company thirty-six years. The Con- 
necticut General is seventy years old. 


Huntington, president of 
has been fortv- 
George E. 


H. W. Jackson of the Boston agency 
was formerly a lieutenant commander in 
the United States Navy. 





Many members of the convention went 
out to look at the sledge runs, toboggans 
and other paraphernalia of the winter 
sports. Lake Placid is getting to be the 
St. Moritz of America. Americans are 
the best bob sled riders in the world 
and are mastering the art of skeeing, 
too. One of the best skee artists is a 
young girl. 

A life insurance president who is an 
occasional visitor at the Lake Placid 
Club and whose favorite sports are win- 
ter sports is M. Albert Linton, president 
of the Provident Mutual Life. 


Lake Placid Club is to outward ap- 
pearances a hotel and one of the largest 
of the resort hotels, but it is in reality 
a club, and during the season one can’t 
stop there unless a member or intro- 
duced by a member. It was founded by 
the late Melvin Dewey, who was orig- 
inally a librarian, who is the compiler 
and inventor of the numeral and metric 
systems which make modern cataloguing 
of libraries easy. Later he became a 
regent in New York State, a founder of 
the American Library Association, and 
one of the pioneers in simplified spelling. 

Troubled with hay fever, he had to 
leave Albany for weeks ata time to live in 
the Adirondacks, and upon one of those 
trips conceived the idea of a club where 
university professors and other profes- 
sional men could escape from the rou- 
tine and the workaday world for a time, 
loaf in congenial company, drink in 
mountain and lake beauty, fish, hunt and 
swim. After considerable survey of the 
Adirondacks he was told by Paul Smith, 


famous Adirondack woodsman, about 
Lake Placid, and he made the trip there 
with guides and canoes. Dewey pur- 


chased 250 acres of land, part of it on 
Lake Mirror, and started the club, which 
had a charter membership of thirty. It 
grew until there are sonte immense build- 
ings, a large educational institute, a fine 
library, a large chapel, and last season 
at one time there were 1,600 guests in 





Horn, H. W. 


. Gridley, D. H. Oakes, Truman D. Hayes. 


the place. There are twenty-two tennis 


courts. Music is furnished by members 
of the Boston Symphony Orchestra, and 
there is a trio, one member of which is 


the accompanist of Fritz Kreisler, the 
violinist. 

Lake Placid Club has few sales con- 
ventions or similar gatherings. During 
the season no bridge or billiard playing 
is permitted on Sunday, and one can’t 
smoke in the dining rooms even. Drink- 
ing is frowned upon. 


The golf courses at Lake Placid are 
unlike any others in the country. After 
playing several afternoons the Connecti- 
cut General golfers felt that they could 
tackle Mt. Everest. 


The dramatized playlets at the Con- 
necticut General convention went over 
big, and the fact that the convention was 
held in the theatre of the Lake Placid 
Club—its convention hall—helped in their 
success. This is the fourth convention 
where Insurance Dramatist Olivia Orth 
has been the coach. They were features 
of the Northwestern Mutual, Connecticut 
Mutual and the Massachusetts Mutual 
last big field conventions. All the actors 
are agents or general agents, with the 
exception of those playing the feminine 
or juvenile parts. Some of the insurance 
men show unusual dramatic talent, and 
have no difficulty in memorizing their 
lines. Probably the fact that they have 
memorized sales talks has something to 
do with their facility in this direction. 
Most of the plays were written by Laflin 
Jones, production division, Northwestern 
Mutual Life, who has only been out of 
college a few years. 

One reason the plays have been such 
a big success is because some of them 
present a picture of what happens to a 
family when the bread winner dies. 
Agents spend so much time talking about 
annuities and investment angles that 
they sometimes forget the prop insur- 
ance becomes in event of death. When 
the audience of insurance men see the 
prospect in the flesh on the stage, and 
then see his widow before and after the 
family tragedy, the old, old story of life 
insurance beneficence is brought home 
vividly. The footlights, the darkened au- 
ditorium, the tense silence during dra- 
matic scenes help the playlets score their 
points. 

Miss Orth was assisted at Lake Placid 
by Grace O. Scouten of the home office. 
In last week’s The Eastern Underwriter 


Sure Sales Wedge Is 
Estate Analysis Plan 


MOST ESTATES ARE HAPHAZARD 


Should Be in One Comprehensive Pro- 
gram, Pittsburgh Agency Members 
Demonstrate at Lake Placid 


One of the new stars in the life insur- 
ance firmament is Stuart F. Smith, man- 
ager of the Connecticut General, Phila- 
delphia. He made an outstanding rec- 
ord in Pittsburgh, his former post. 

The Philadelphia general agency of 
which he took charge a couple of months 
ago has seventy men. Smith is a large 
personal writer, also. 

One of the outstanding features of the 
Lake Placid convention of the Connecti- 
cut General was a meeting on the stage 
of the convention theatre of members of 
the Pittsburgh agency entirely devoted 
to Estate Analysis. The principal analy- 
sis prepared was for an individual with 
a general estate of approximately $4,000, 
and an insurance estate of about $15,000. 

The start was a discussion of how the 
man is approached, reasons for calling 
upon him. Some points follow: 


Not Much Consistence in Building 
Estates 


Most estates are gathered together 
haphazardly and not arranged to produce 
the maximum possible benefits. 

Estate planning approach involves the 
art of getting close to a man who has a 
will, an insurance trust, a business agree- 
ment, and explains how to put across the 
point that he may have any one of the 
major methods towards a planned estate, 
but that unless such plans are all part 
of one comprehensive plan, designed at 
one time, and, particularly for his case, 
he had better recheck. This also in- 
volves the point that individual estate 
plans must be completely revamped be- 
cause of changes in a family relation- 
ship, tax revisions, etc. 

The prospect must be told the kind of 
thing the company wants to do for him. 
Here are enumerated in logical refer- 
ence the needs, holdings and benefits in 
a planned estate and the points which 
will be profitable by the agent’s plan. 

There must be specifically discussed 
the reasons for having a will, even in 
the extreme case where there is no gen- 
eral estate at all; reasons given for the 
discussion of such points as guardian- 
ship and other things which on their 
face may not seem to have any rela- 
tion to insurance but which unless known 
to the agent make it impossible for him 
to get a complete picture of the needs, 
and, therefore, impossible for him to get 
the maximum sales edge before the ac- 
tual selling process begins. 

In the discussion of this point there 
was involved a very clear and concise 
outline of the principles of programming 
and the principles of building an estate 
analysis to effect a sale of life insurance 
which outline has recently been perfect- 
ed by the Connecticut General and used 
with great success in the education of 
men new to the business and in the fur- 
ther education of agents of ability, who, 
without a plan, have been able to obtain 
only mediocre success. 

If Plan Is Correct Sale Is Sure 

In the development of a reasonably 
clear picture of the solution of the prob- 
lem there was no dwelling on the choice 
of settlement options as it would have 
taken away from the value of the meet- 
ing to the group as a whole. 





it was erroneously stated that she was 


with the Rome (N. Y.) office. 

Joe Gorton, general agent, Connecticut 
Mutual, Hartford, who looks the way 
most United States Senators would like 
to look, has been with the Connecticut 
General fifty-two years. 
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Connecticut General Field Conference At Lake Placid 





Insurance Viewed As 
Most Important Estate 


PRESENT ATTITUDE 
Chicago Agency Summacines Best Points 
Made at Convention of Connecticut 
General at Lake Placid 


PUBLIC’S 


The Lake Placid convention of the 
Connecticut General last week was sum- 
marized by the F. H. Haviland agency 
organization, Chicago, on the last morn- 
ing of the session. Manager Haviland 
picked for his speakers P. T. Aubin, Roy 
Maddigan, Elwyn Wightman, Ellsworth 
Enoch, Floyd Cripe and Earl Schwem. 

The general opinion of the speakers 
was that the experience of successful 
agents demonstrates that the old 
are the best; that time control, planned 
valu- 


saws 
estate, concentration on proved 
able ideas (either of approach, 
view or closing), and intelligent pros- 
pecting will always win out. The busi- 
ness man who dissipates his energies, 
handles his affairs in a hit or miss 
fashion, doesn’t know where he is go- 
ing, and wastes time on non-essentials 
will find himself in the same manner. 
As most people in business do not suc- 
ceed because of these defects it is up 
to insurance agents not only to con- 
duct their own affairs and handle them- 
selves efficiently or they will find them- 
selves in the same boat as the business 
man who doesn’t make good. 
Where Agent Has Advantage Over 
Average Business Man 


inter- 


The average business man depends 
almost entirely upon himself. He has 
little guide or counsel which is avail- 
able, usually the victim of his own fail- 
ings. On the other hand, the insur- 
ance agent has not that alibi. To him 
are available the best of advice and ex- 
ample, not only in his own office but at 
his service are the guidance and assist- 
ance he can get from the company. He 
is in the position of a student of a 
university who has the world of knowl- 
edge at his feet, asked merely to lean 
over and take what he wants. It is all 
up to him. A few men make the best 
of their university years. Others go 
blandly through the course, profiting 
little when it would not be difficult to 
profit much, 

The question of old policyholders came 
in for review, especially the point made 
in Truman Hayes’ talk when the Boston 
agency was on the platform. 

As is printed elsewhere, Hayes took 
the position that while old policyholders 
should not be neglected and he spends 
considerable time among them he would 
be in a rut if he did not give consider- 
able attention to new clients. 

One of the speakers thought that one 
of the most stimulating things about the 
convention was the intangible element— 
the enthusiasm which is infectious, the 
stimulation afforded by meeting men of 
proved talent and successful experience. 
He was so constituted that he had to 
be pepped up, and the inspiration he got 
out of the meeting would stay with him 
for a long time, he was sure. 


Football Comparison 


Another speaker was stimulated by the 
co-operation and team work demonstrat- 
ed. He compared insurance production 
to a football game, with many of the 
plays planned before by the coach, and 
he thought that the agency spirit and 
assistance helped all get ahead. 

“We are playing the game of life,” was 
his observation. “The game of life in- 
surance, under the best coaches in the 
business. It is our own fault if we drop 
the ball.” 

Another speaker compared life insur- 





L. to R.: Col. H. P. Dunham, Connecticut Commissioner; Jack Coffman, General 
Agent, Cleveland; F. H. Haviland, General Agent, Chicago; C. H. Voorhees, 


Counsel. 


Boston Agency 
(Continued from Page 15) 


made with the new people I desire as 
clients. 


His Own Town 


“I work in my own town particularly 
because there people seem to know and 
to like me, and contacts are easier to 
make and the rewards are great. I am 
thin skinned and hate the rebuffs some 
salesmen say they get and I work sedu- 
lously to avoid them. I endeavor to make 
my call timely, my message apropos and 
to go well introduced. 

“The editor of a local paper who is a 
friend and client sent me last week im- 


portant information about people who 
live right handy by. It consisted of 
small news happenings, engagements, 


promotions, activities of people I knew. 
Items which proved valuable for pros- 
pecting. 

“In my own town I induced a bank to 
make me a loan; and you know how 
banks are. They want their money back; 
so I asked the treasurer to help me re- 
pay. I took a circular to him. I knew 
he had scen it for his bank gets it out. 
It’s one of the best things on business 
insurance I ever saw and I said to him: 

“Who do you know that should have 
this?” He told me so many to whom I 
went with his recommendation that my 
loan got repaid and the bank increased 
my line of credit considerably and finally 
made me a director into the bargain.” 


Stimulating Old Friendships 


“My college had a stagnant alumni as- 
sociation in town. I organized a weekly 





ance to the investment house business, 
with all the advantage with the former. 

“We don’t sell securities,” he said. 
“We sell security. And what is the defi- 
nition of security? It is sureness, cer- 
tainty, freedom from fear, avoidance of 
danger, protection in every sense of the 
word.” 

Another speaker brought out the point 
that whereas formerly people thought of 
their estates in terms of bonds, mort- 
gages, real estate and stocks, with life 
insurance as an incidental, they now feel 
that life insurance is the part of their 
estate they can depend upon most, while 
their other holdings are the incidentals 


lunch and pushed it. They made me 
president of local and then of the na- 
tional alumni association, and, finally, a 
trustee of the college and member of the 
finance committee. This brought group 
insurance, payroll deduction, and per- 
sonal policies in great numbers. 

“The place where I have to do the 
most work lies closer than my town, my 
office or my home. My constant and 
most continuous effort is exerted within 
my Own conscious mind. 

“T am, you are, a combination of phy- 
sical, mental and spiritual qualities and 
by my mind and with my will I largely 
control my own accomplishments. No one 
who was gloomy, despondent or untidy 
mentally ever sold me anything impor- 
tant and I never sold anything important 
unless I was cheerful, optimistic and full 
of enthusiasm. 

“Unless you can arouse there positive 
feeling in a man you can’t make him 
buy from you those desirable satisfac 
tions which ownership of life insurance: 
gives and as water can rise no 'ivher 
than its own source you can’t rr 
those feelings in another unless \ 
sess them yourself. 


Control of Destiny 


“We control our own destinies. I know 
that I have the power to be cheerful or 
gloomy; happy or miserable; courageous 
or a coward; friendly or a grouch. Other 
qualities I consciously elect to possess 
govern my happiness in life and my suc- 
cess in this business—or any other. I 
don’t claim that it is always easy to be 
a Pollyanna, but reaction to the effort 
is always prompt and gratifying. If or- 
ders and applications don’t follow in 
proper average from the ‘number of ex- 
posures, the trouble is not with the world 
or the people I am calling on but with 
my own self. 

“In my case the best thing to do is to 
get off the job and practice cheerfulness 
while digging in the garden or chopping 
wood or playing golf until I become 
again the kind of a man physically and 
mentally and spiritually I would welcome 
as a caller in my own home. 

“But no matter how wide your knowl- 
edge, or how deep your wisdom and even 
though you may be master of all the 
technical craft of salesmanship, it will 
avail you little unless you deliberately 
and consciously choose to work with 
good cheer, confidence and good will,” 


Can Do For Others What 
Has Been Done For One 


AN APPROACH BY DETROITERS 


Insurance Agents Show Sample Program 
Plans Which Have Been Purchased 


by Fellow Townsmen 


One of the features of the Connecti- 
cut General’s convention was a meeting 
on the platform of the Detroit agency, 
the manager of which is T. F. O’Keefe, 
others participating in the meeting in- 
cluding J. W. Johnston, unit manager; 
H. M. Carrothers, unit manager; E. C. 
Nissen, manager group department; 
Courtney Smith, Archie Richardson and 
Jess Hoyt, soliciting agents. 

The presentation under review was for 
a plan of insurance on an old _policy- 
holder who had $22,500 in force. 

In discussing approach and some other 
details the following is a copy of the 
dialogue which was used: 

Q. Before going further into your 
program may I ask which avenue of ap- 
proach was used to secure the prelim- 
inary interview? 

A. This particular case involves an 
old policyholder, yet there are numer- 
ous ways of approaching prospects where 
equally good results have been obtained. 

Q. Will you explain the line of at- 
tack which you have found most suc- 
cessful ? 

A. I prefer a letter of introduction as 
it relaxes the pressure, takes the pros- 
pect’s mind off the subject of life in- 
surance, assures the prospect that I know 
my business and that I may be able to 
render him intelligent service. 

Q. Will you explain the line of at- 
approach ? 

Center of Influence 


A. I confine my efforts to associates 
in a former business as a center of in- 
fluence. The reaction here eases their 
general antagonism toward insurance 
people and me in particular. I then con- 
vert them to my plan by letting them 
see what we have been able to do for 
someone else, and offer to draw up a 
similar plan for them. To do this it is 
necessary to have the information. 

Q. Do you ordinarily know any per- 
sonal characteristics of your prospects 
before you go to see them? 

\. Yes. 

Q. Do you find it helpful in securing 
the information to complete a prelim- 
inary interview card? 

\. Selling is a mental process; there- 
fore I try to organize the mind of my 
prospect, and to do this I must have as 
much information as possible so that I 
will say nothing with which he can dis- 
agree. It would be rather embarrassing 
to ask a bachelor the name and age of 
his wife. 

Q. Do you try to pick up the insured’s 
policies ? 

A. No. I am trying to ultimately sell 
insurance, and at this time get informa- 
tion. There are too many agents now 
trying to analyze policies and that to my 
mind is one way to kiss yourself out of 
the picture. If a man gave his policies 
to every agent that asked for them he 
would never have them in his posses- 
sion. 

Q. Do you try to find out the amount 
of insurance in force on the life of your 
prospect ? 

A. When I have gained the confi- 
dence of the prospect this information 
will be easily secured. We only want 
the total. 

Remarks: We have tried in a limited 
way to show you how we endeavor to 
conduct a preliminary interview and se- 
cure the information necessary for the 
construction of a program. The day is 
past when men buy life insurance poli- 
cies or contracts. They are now inter- 
ested in those things which may be se- 

(Continued on Page 17) 
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Premium Income Holds 
While National Slumps 


DEMONSTRATES PUBLIC FAITH 





National Income Less Than Half of 1929 
But Premium Income Was Ahead 
During Depression 





Although the national income has 
shrunk to less than half what it was in 
1929, life insurance premium income has 
held to the 1929 level and was even above 
it for most of the depression years. This 
fact is brought out in an article in the 
Hartford Courant’s financial section of 
Sunday, July 1, by John Marshall Hol- 
combe, Jr., manager of the Life Insur- 
ance Sales Research Bureau, Hartford. 

Mr. Holcombe pointed out that only 
in the field of absolute necessities was 
the public’s interest maintained to a de- 
gree comparable with that in life insur- 
ance. As proof of this statement he gave 
figures over a period of five years. Tak- 
ing 1929 as a base of 100%, national in- 
come decreased each year until it was 
less than half in 1933 at 48%. Life in- 
surance premium income on the other 
hand increased during the first two years 
to reach a high of 109.3% in 1931, then 
decreased the next year to 104.6% and 
in 1933 was 99.2%. 

Since most men put by money for sav- 
ings and insurance in expendable sur- 
plus or margin and since this figure must 
of necessity shrink in hard times, Mr. 
Holcombe accounts for the excellent 
showing of premium income shown in 
the above figures through two not par- 
ticularly obvious factors which are: first 
—the extent to which annuities and 
single premium business have contrib- 
uted to the total premium income figure, 
and second—the extent to which pre- 
miums were paid from accumulated 
values of policies rather than from 
earned income. 

In following up these points, Mr. Hol- 
combe said: 

“The two points mentioned above 
serve to bring out the unique type of 
investment which life insurance really 
offers and the extent to which this in- 
vestment value has come to be appre- 
ciated. The public turned to annuities 
and single premium business when other 
investment media practically disappeared 
and accumulated values were used to 
preserve this investment whenever it 
was possible to do so.” 





PACIFIC MUTUAL H. O. AGENCY 
_Floyd Forker has been made an as- 
sistant superintendent of the home office 


agency of the Pacific Mutual Life at 
Los Angeles, succeeding Walter B. 
Gastil who is leaving to devote more 


time to his personal interests. Mr. For- 
ker joined the agency in June, 1925, 
writing business during the summers un- 
til his graduation from Stanford in 1927, 
when he became a full time agent. He 
was an early C. L. U. and since 1930 
has been agency analyst and head of the 
underwriters’ service department. 





FERDINAND STRAUS DIES 
Ferdinand Straus, oldest general agent 
of the Equitable Society in point of 
years, died in his home at 600 West End 
Avenue on Monday from a heart ail- 
ment. He was 81 years old. 











TRIPLE INDEMNITY 
LIFE INSURANCE 


with 
Weekly Accident Disability 


One Contract for One Premium 


General Agency contracts available at Bangor, Me.; Cincinnati, Ohio; 
Toledo, Ohio; Erie, Penna.; Harrisburg, Penna.; Altoona, Penna.; 
Williamsport, Penna.; and Detroit, Michigan. 


Inquire 
UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY 
United Life Building 
Concord, New Hampshire 





Detroit Agency 


(Continued from Page 16) 

cured through the ownership of insur- 
ance. No man buys a contract when he 
purchases an automobile. He does, how- 
ever, buy pride of ownership, quality 
body construction, speed, performance, 
security on the highway, and, after all, 
that is what we are trying to sell—“Se- 
curity on the Highway” of life. A life 
insurance contract in itself is not enough. 
Therefore it is more important that we 
sell those things a life insurance contract 
will do, namely: a clean-up fund, income 
for the family, education of children, 
emergency fund and a self-retirement 
plan. Following this idea we present the 
first page of the program, so constructed 
around our prospect that he will imme- 
diately realize that it is his plan we have 
been working on, the income for his 
wife, his family. 





CONTINENTAL EXAMINATION 

The report on the regular triennial con- 
vention examination of the Continental 
Assurance of Chicago has been complet- 
ed and shows the company in splendid 
condition. The report says the com- 
pany’s cash position is good and the 
liquidity of its assets can take care of 
any emergency. 

In a letter to policyholders President 
H. A. Behrens points out that so far 
this year the company has continued 
its uninterrupted twenty-two years of 
growth in assets, insurance in force and 
premium income. 





BIG GAIN BY MYRICK AGENCY 

The paid-for business for the Julian 
S. Myrick Agency of the Mutual Life 
for June was $2,110,588 as compared with 
$1,674,171 for June, 1933. For the year 
the total paid-for business amounted to 
$12,674,569 as compared with $10,895,434. 
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THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life insurance. 
Modern policies are issued, on both Industrial and Ordinary plans, 


A POLICY FOR EVERY PURSE AND PURPOSE 


Joseph L. Durkin 
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$2,500,000 Business Insurance 
Line Written by Leo Salomon 


Leo Salomon, insurance broker at 505 
Fifth Avenue, New York, recently sold a 
$2,500,000 business insurance policy car- 
rying $130,000 premium to the partners 
in a large private banking house. This 
is considered the largest line of its kind 
that has been handled in recent years, 
and from a sales point of view demon- 
strates that the need still exists for such 
protection despite the depression. 





Lincoln National Life To 
Hold Two Field Gatherings 


The Lincoln National Life of Fort 
Wayne will hold two conventions of its 
field force, the first one at Asheville, 
N. C., July 9, 10 and 11 and the second 
at Colorado Springs. 

Several home office executives will at- 
tend each of the meetings. A feature 
of the gatherings will be the agents’ 
round tables which were popular at last 
year’s convention, and also the general 
agents’ seminar, a group discussion of 
the problems of the general agent. All 
the business sessions will be held in the 
morning, leaving the afternoon free for 
recreation and a variety of sports and 
entertainment has been provided. 





LUTHER-KEFFER FIGURES 

The Luther-Keffer Agency, general 
agents of the Aetna Life at 100 William 
Street, New York, have announced that 
the agency paid for $2,077,706 during 
June. The total business paid for by this 
agency for the year 193 to date is 
$11,255,993. 





WHITE AHEAD IN NEWARK 

The William A. White agency, John 
Hancock Mutual Life in Newark, is 46% 
ahead of the first five months of last 
year in paid-for business and 33% ahead 
of its quota assigned by the home office. 


Farm Bankruptcy Bill 
Signed by President 


ACTION SURPRISE TO MANY 





Frazier-Lemke Law Permits Farmer to 
Scale Indebtedness by Reappraisal 
of His Property 





One of the last minute acts of Presi- 
dent Roosevelt before leaving Washing- 
ton for his cruise to Hawaii on the 
Houston, was to sign the Frazier-Lemke 
farm bankruptcy bill. There was so 
much opposition to this measure from 
different groups, even among friends of 
the farmer like Senator Borah and Sen- 
ator Norris, that the signing of the bill 
came as a surprise to many. 

Senator Norris said on the floor of the 
Senate when the bill was under consid- 
eration that it would not stand a court 
test because it was so frankly discrim- 
inatory. The new law puts the farmer 
in a privileged position as compared with 
other persons in relation to creditors. 
If the farmer does not obtain a satis- 
factory composition of his debts he may 
petition the court to have his property 
appraised to determine a “fair and rea- 
sonable value” and he may remain in 
possession for six years under conditions 
prescribed in the act. 

During this six years he may “buy 
back” his property at the appraised price 
paying 1% interest meanwhile. In ad- 
dition he would pay 244% of the prop- 
erty’s value the second and third years 
and 5% the fourth and fifth years. If 
any of the creditors dissent from this 
arrangement the farmer has the alterna- 
tive of staying on his farm for five years, 
paying a nominal rental. 





CHICAGO ASS’N SPEAKERS 

The Chicago Association of Life Un- 
derwriters heard Rear Admiral Wat T. 
Cluverius speak on the topic, “Keeping 
On an Even Keel” before the annual 
meeting of the association recently and 
George E. Lackey, Detroit general agent 
of the Massachusetts Mutual and past 
president of the National Association of 
Life Underwriters, addressed the session 
of the general agents’ and managers’ di- 
vision of the Chicago Association. The 
latter meeting was combined with a golf 
outing at Knollwood Club, Lake Forest, 
Ill. 





RAG-PICKER CARRIED $25,000 

The death of a negro rag-picker of St 
Louis who carried $25,000 life insurance 
in sixteen companies, premiums totaling 
about $100 a month, is being investigated 
by the Circuit Attorney’s office there. 
The man, Mitchel Balam, died in De- 
cember, 1933, and his widow and a negro 
pliysician were placed under bond when 
they attempted to collect the life insur- 
ance. 





REAM’S CLEVELAND SPEECH 

The Cleveland Life Underwriters, Inc., 
one of the few associations to hold a 
June meeting, heard M. Jay Ream, gen- 
eral agent for the Mutual Benefit Life, 
discuss prospecting at its meeting last 
Friday in the Hotel Statler. Dr. S. S. 
Huebner was in Cleveland last Saturday 
and held a breakfast meeting with the 
C. L. U. chapter there, also later an 
matters. 


open meeting on C. L. U. 
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BROKERS OF ONE NATION VISIT 
BROKERS OF ANOTHER 

International amity is still existent, al- 
though occasionally its light may flicker 
feebly. An illustration is a recent visit 
of French insurance brokers to London 
as guests of the Corporation of Insur- 
ance Brokers of that city. The English 
name of the French brokerage organiza- 
tion is Non-Marine Brokers Association. 
The affair passed off pleasantly. It took 
the form of a reception in the hall of 
the Leathersellers Company and the wel- 
come was extended by W. S. Welch of 
the Corporation of Insurance Brokers. 
Opinion offered by him was that such 
meetings contribute to the recovery of 
world trade. Not to be outdone in cour- 
tesy M. Rene Henry, president of the 
French brokers (Syndicat National des 
Courtiers d’Assurances Terrestres), ex- 
pressed on behalf of the guests the hope 
that the international 
brokers, which was held before the war, 
There was other pleas- 


conferences of 


may be resumed. 
ant exchange of amenities and good fel- 
lowship. 

Following the reception the company 
proceeded to Lloyd’s where they were 
received by Chairman Neville Dixey and 
Deputy Chairman S. J. Aubrey 


A NATION OF INVENTORS 
The Americans are the leading inven- 
number of inven- 


tors in the world in 


tions. This has again been demonstrat- 
ed, this time by the exhibit of the U. 5 
Patent Office at the World’s 
Fair. Since its organization it has issued 
1,897,932 patents. Nearest to this record 
is that of France with 871,532. 

The working models shown in Chicago 


Chicago 


present a living record of the past cen- 
What 
most in the 


tury of industrial advancement. 


interests insurance men 


Patent Office exhibit are the automobile 
models. 
DWINDLING OF “ESTATES” 
Taking as his text “The High Cost of 
Dying,” Hal Crouch of the Mutual 
efit Life’s Oklahoma field force recently 


sen- 
discussed some facts relative to estates 
which have come under his 
situation in Oklahoma 
does not differ materially from that in 


in his state 
observation. The 


other states. 
Mr. Crouch finds that not 15% 
of the persons dying each year in Tulsa 


over 


County leave any assets even requiring 
a probate. Of the 
about one-third leave 
that is, not a penny is left for the heirs 


more fortunate 15% 


insolvent estates; 


after payment of debts and administra- 
tion expenses. Of the remaining estates 
which are solvent the cost of adminis- 
tering the average estate is about 124%. 


Considering the solvent estates only, 


after creditors’ claims and cost of ad- 
ministration are paid, the heirs do not 
get on the average more than 60 to 70% 
Taking 


into account the insolvent estates it may 


of the gross value of the estate. 


be safely said that not more than 40% of 


the assets of all estates probated in 
Tulsa County ultimately reach the hands 
The 


period between commencement of pro- 


of relatives or legatees. average 


settlement is about 


The 


ceedings and final 


two and a half years. irreducible 


minimum is six months. 





BRITISH INSURANCE FIXED 
TRUST FORMED 
The latest comer into the fixed trust 
field in Britain is one specializing in in- 
surance shares. It is named Trust of 
Insurance Shares and the trustee for the 
certificate William 
3ank. The trust deed permits the man- 


holders is Deacon’s 


agers to invest in a range of thirty Brit- 
ish insurance offices as well as in British 


other trustee securities 


The initial portfolio comprises holdings 


Government or 


of seven fully paid shares and eight 
partly paid shares, together with a hold- 
ing of 3% Funding 


cover the entire liability for 


sufficient to 
uncalled 
The certificate holder will there- 


Loan 


capital. 
fore be free from liability for calls and 
the management will not be barred from 
Sub- 
ject to the consent of the trustees, the 


investment in partly paid shares. 


managers have power to change the in- 
vestments within the limits of the thirty 
that the 
ebtain an unduly large holding in any 


offices, but so trust may not 
one company it is provided that not more 
10% of the fund may be 
invested in one company and that not 
of the issued share cap- 


than trust’s 
more than 5% 
ital of any insurance institution may be 
held. 


ty years. 


The duration of the trust is twen- 


James Elton Bragg of New York City, 
nationally known life insurance executive 
and a native of Indiana, was guest speak- 
er at the annual election meeting and 
luncheon of the Indianapolis Association 
of Life Underwriters held in the Hotel 
Lincoln June 29. Mr. Bragg heads one 
of the New York general agencies of 
the Guardian Life and is a chartered life 
underwriter. Mr. Bragg also was guest 
of the Indianapolis General Agents As- 
sociation at breakfast the same day. 




















The Human Side of Insurance 








em 











William H. Sargeant, president of the Massachusetts Mutual Life, sitting in his 
office surrounded by floral tributes and applications on the fiftieth anniversary of 


his connection with the company. 


The field force of the Massachusetts 
Mutual Life paid tribute to President 
Villiam H. Sargeant on the fiftieth an- 
niversary of his connection with the 
company by sending him a shower of 
1,389 applications for a total of $5,829,988 
of new business, every application being 
prepaid. It was the largest amount re- 
ported on one day in the company’s his- 
torv. To each application was attached 
a “Salute Card” bearing a brief message 


William H. Eckenrode, associate gen- 
eral agent for the Penn Mutual Life at 
York, Pa., has an unusual hobby—the 
battle of Gettysburg. For the last twen- 
ty-five years he has been reading and 
investigating everything available per- 
taining to the great struggle. On Me- 
morial Day at the Gettysburg ceremo- 
nies Mr. Eckenrode presented President 
Roosevelt with a number of relics from 
the battlefield, picked up by his father, 
William M. Eckenrode, founder of the 
insurance family of Eckenrodes, a large 
number of whom have represented the 
Penn Mutual Life. A huge manuscript 
dealing with the battle, written by Mr. 
Eckenrode, was also presented to the 
President. Part of the historic battle 
vas fought on the Eckenrode farm and 
William M. Eckenrode as a boy of four- 
teen assisted in attending the dead and 
wounded. He later personally heard 
President Lincoln make his famous ad- 
dress. 

Charles R. Page, vice-president of 
Fireman’s Fund group of fire and cas- 
ualty companies, who has been in New 
York on company business for several 
weeks, has returned to the head office 


in San Francisco. 
x * * 


Edward T. Cairns, vice-president, has 
also returned to the head office in San 
Francisco from his usual Spring business 
trip to the East. Mr. Cairns conferred 
with departmental managers Charles C. 
Hannah, S. M. Buck and Charles A. 
3ickerstaff while on this visit. 

* * * 


Lewis Laing, general manager in Can- 
ada of the Liverpool & London & Globe, 
has been elected president of the Fire 
Underwriters Investigation and Loss In- 
formation Bureau of Canada. 


of greeting and congratulation from the 
representative who secured the applica- 
tion. 

On the same day, June 23, the general 
agents of the company represented by 
Croydon K. Litchard and Lovell H. Cook, 
general agents at Springfield, presented 
Sargeant with a beautiful gold loving cup 
and the closing event of the day was a 
dinner in his honor given by the officers 
of the company at the Colony Club. 








Frank M. Drake, who some years ago 
was state agent in Kentucky and Ten- 
nessee for the Insurance Company of 
North America, and who also served the 
Hanover in the same capacity, has filed 
his papers for the Republican nomina- 
tion as congressman from the third dis- 
trict of Kentucky. The primary will be 
on August 4. Mr. Drake since retiring 
from company service some years ago 
has specialized in a legal practice, chief- 
ly as attorney for insurance companies, 
and has a large practice. 


* * * 


Sir Courtauld Thomson, K.B.E., C.B., 
newly appointed chairman of the Em- 
plovers Liability board, succeeding Sir 
Joseph Broadbank, was born in Edin- 
burgh and is a graduate of Eton and 
Magdalen College. He served as Brit- 
ish Red Cross Commissioner in France 
during 1914 and 1915; was chief commis- 
sioner in Malta, Egypt, Italy, Macedon‘a 
and Near East at various times during a 
four year period; was attached to the 
general headquarters staff, British Ex- 
peditionary Force, in Egypt, 1916, and 
Italy, 1918; and in 1925 was made a mem- 
ber of the board of the Employers Lia- 
bility. In 1928 he was appointed deputy 
chairman. He is also a director of the 
Imperial Communications Advisory Com- 
mittee and is its chairman; of the Cables 
& Wireless, Ltd.; Imperial & Interna- 
tional Communications, Ltd.; Limmer & 
Trinidad Lake Asphalt Co.; and is chair- 
man of the King Edward VII Sanator- 
ium and vice-chairman of the University 
College Hospital. 


* * * 


Ben Dillon, manager of the claim de- 

J od - 

partment of the Western and Southern 

Life, on Saturday married Miss Dorothy 
Lowndes of Cincinnati. 
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Insurance in Italy 

As is the case in most large European 
countries insurance may be divided into 
two large branches, social and private 
insurance. Every branch of insurance 
is under government supervision, espe- 
cially in the Fascist State, where it occu- 
pies a place of the first importance. 

Two government enterprises handle 
social insurance: 

Workmen’s Compensation, the admin- 
istration of which is presided over by 
His Excellency Count Giacomo Suardo, 
Senator of the Kingdom, and formed in 
equal parts by employes and employers 
and by representatives from the minis- 
tries of corporations, finance and colo- 
nies. Its general manager is Giulio 
Calamani; and 

The National Fascist Institute for So- 
cial Insurance is presided over by His 
Excellency Giuseppe Bottai and managed 
by Prof. Paolo Medolaghi. It writes 
invalidity, old age, unemployment, sick- 
ness and tuberculosis insurance and su- 
pervises the social insurance throughout 
the kingdom insofar as providing care 
for workmen, maternity cases and child 
care are involved 

These two government enterprises 
have a monopoly throughout the king- 
dom. 

The “Istituto Nazionale delle Assicu- 
razioni” operates in free competition. It 
writes life insurance and operates on 
the basis of the fundamental law of April 
4, 1912, which has been modified and 
completed by the law of April 29, 1923, 
No. 966, by which the Fascist Govern- 
ment abolished the monopoly created by 
the law of 1912 and started a complete 
and improved regulation of all insurance 
in the Kingdom of Italy. 

President of the Istituto Nazionale is 
His Excellency G. Bevione, Senator of 
the Kingdom, and the general manager 
is Dr. Ignazio Giordani. 

The “Istituto” carries about 12,000,000,- 
000 lire in straight death insurance un- 
der 1,100,000 Ordinary life and Industrial 
policies. In this new branch, in which 
the social factor is an important part, 
great activity is shown. It also vrrites 
life re-insurance and the amount of ob- 
ligatory as well as facultative insurance 
to be passed to it is determined by law. 

For export credit insurance special leg- 
islative provisions have been made. 

The Istituto is further active in Ele- 
mental insurance against damage and 
loss by action of the elements by stock 
companies, which have their own capital, 
such as the Assicuraioni d'Italia, 
founded in 1923, and the Fiume, founded 
in 1924 (both of which write all kinds 
of property insurance) and the Praevi- 
dentia, founded in 1929, which writes life 
insurance. 

The president and vice-president of 
the two first companies, affiliated with 
the Istituto Nazionale, are respectively 
the president and general manager of 
the Istituto itself. Prof. Luigi Amoroso 
is delegate manager of the Italia, and 
Cosimo Arcidiacono is manager. The 























which company is of great po- 
litical importance on account of the city 
in which its head office is located, is en- 


Fiume, 


trusted to Arturo 
gencral manager. The 


Ancona, who is its 
“Praevidentia” 


has His Excellency Stefano Cavazzoni, 
Senator of the Kingdom, for its presi- 
dent 

There remain to be mentioned some 


government enterprises which are con- 
stituted in a peculiar manner, setting 
them apart from pure stock companies, 
yet they cannot come under the cias- 
sification of governmen _ enterprises: 
the Unione Italiana di Riassicurazione 
(Italian Re-insurance Union) created by 
legal provision of April 3, 1922, in collabo- 
ration with the Istituto Nazionale Assi- 
curazioni, and nearly all the large Italian 
insurance companies. There participate 
further French and Swiss companies and 
are represented in the board, in which 
also are representatives of the ministries 
of corporations and finance. 

The Unione Italiana di Riassicurazione 
writes facultative reinsurance in all 
branches, with an annual premium in- 
come of about one hundred million lire. 
The president of the “Unione” is His 
Excellency Roberto de Vito, Senator of 
the Kingdom. Dr. Bruno de Mori is its 
general manager. The activities of the 
Unione in the dev elopment of matters of 
general interest of insurance per se de- 
serve special attention. It manages in 
that field of insurance as a whole numer- 
ous consortia, as for instance one for 
aeronautics; another one for hull insur- 
ance; one for sub-standard lives in life 
insurance, and, finally, the Italian So- 
ciety for Credit Insurance and the Union 
of Latin Currencies. 

We have now reviewed two govern- 
ment monopolistic bodies, the govern- 
ment enterprise which works in compe- 
tition with private enterprise (as well as 
the private enterprises tied to it) and 
come finally to the group writing 
elementary insurance, to which belongs 
also the “Astra” of Budapest, which is 
controlled by “Istituto Nazionale Assi- 
curazioni.” 

L’Unione Italiana di Assicurazione, 
with its special constitution, works in 
the field of free competition. 

The two first government enterprises, 
insurance for workmen’s accidents and 
insurance for social purposes, are con- 
trolled by the Direzione Generale della 
Previdenza, Assistenza & Propaganda 
(General Director for Social Planning 
and Propaganda), while the Instituto 
Nazionale delle Assicurazioni l’Unione 
and all private companies are supervised 
by and dependent on a ‘Special Super- 
visory Office for Insurance,” which in 
its turn is under the Ministry for Cor- 
porations. 

Insurance outside the government 
bodies the Istituto Nazionale delle 
Assicurazioni is writtef’ by ninety-eight 
national and forty-six foreign companies. 
The national companies (sixty-eight 
stock companies, seven co-operatives 
and twenty-three mutuals) had on De- 
cember 31, 1933, a capitalization of lire 
782,256,161, of which lire 493,732,740 were 


paid in. Reserves of all kinds amounted 
at that time to about five billions lire. 

After thus giving a summary which 
shows the great possibilities of the Italian 
insurance market we now will discuss the 
two Triestine groups which operate on 
a vast scale in Italy and foreign coun- 
tries, either directly or through affil- 
iated companies. 

The Assicurazioni Generali di Trieste 
& Venezia (generally called “Generali’”) 
has for its president Edgardo Mo- 
purgo. It was founded in 1831. Its 
general managers are Marco Ara and 
Michele Sulfina. Among their Italian 
affiliations are the Anonima Infortuni 
(Accident Insurance Co., Inc.) founded 
1896 in Milan, whose general manager 
is Mario Padua; the Hail Insurance Co., 
Inc., founded in 1890, managed by 
Dr. Gino Baroncini; the Alleanza Se- 
curita Esperia, of Rome, whose delegate 
manager is E. Mentaschi and the gen- 
eral manager, G. Belleli. 

The Riunione Adriatica di —— of 
Trieste is presided over by A. Fri- 
gessi di Rattalma, who Ra Py its fates 
in his capacity as president, general 
manager and delegated adminstrator; its 
chief affiliate is the Assicuratrice Itali- 
ana, whose general managér is C. Otto- 
lenghi and which operates extensively in 
Italy and foreign countries. 

We also mention the companies which 
are more than a century old. The Milano 
(capital fully paid in forty-eight million 
lire; reserves about sixty million). It 
was founded in 1885. Its general man- 
ager is A. Brunello. It controls the 
Aurora and the Anonima Generale, 
which write the elementary branches. 

The Turin Insurance Co., Inc., was 
founded in 1833 and writes all branches. 
Its president is Dr. Ing. Regis and dele- 
gate administrator and general manager 
is C. Ruffini. After absorbing the Ital- 
ian portfolio of Basle Fire, a group was 
formed whose members were the Italian 
Excess, the Istituto di Sicurta, Generali 
& Globe, the Live Stock of Cremona 
and the Victoria. 

Dr. Ing, G. Brazzi, Senator of the 
Kingdom, is president of the Royal Mu- 
tual Insurance Co. of Turin (Societa 
Reale Mutua Assicurazioni di Torino), 
founded 1828, whose general managers 
are S. Borazzo and V. Arangio Ruiz. 
Half a million members are insured and 
the guarantees and reserves of 147 mil- 
lion lire are eloquent testimony to the 
strength of this company, which is the 
oldest and finest mutual in all of Italy. 
Originally formed to write fire insurance 
it progressively extended its activities to 
life, accident and is about to also write 
hail insurance. 

The Fondiaria Group of Florence con- 
sists of the Fondiaria Fire founded in 
1879, Fondiaria Accident (1909) and Fon- 
diaria Life (1924) and is managed by Dr. 
Riccardo Ottaviani. For the three com- 
panies E. Reggiani is general manager, 
and administrator is Cav. Treves. To 
this group also belongs the Royal Hail 
Insurance Co. of Bologna, founded in 
1891, which is affiliated with the Fon- 
diaria Finanziaria. There are fwurther 
tied to this Fondiaria Group via the Fon- 
diaria Finanziaria, La Previdente and the 
Prevident Life, which write all lines 
under the management of Dr. G. Scar- 
pellon. 

The Italian Fire and Italian Life were 
founded in Milan in 1898 and 1889 and 
are entrusted to N. Cesaria as consult- 
ing manager 

Of the companies which operate ex- 
clusively in transport insurance we men- 
tion “L’Italia” of Genoa, founded in 1872 
and managed by Pietro Avonzo; La Li- 
curia of Genoa, too, whose manager is 
C. L. Mongiardini. Of those which write 
hail insurance the leader is the Vecchia 
Grandine, founded in Milan in 1867, which 
founded the Duomo in 1923 for writing 
he other branches insuring against loss 
by the elements. Its manager is G. Maeni. 
Another important hail mutual is the 
Eguaglianza, founded in Milan in 1875 
and managed by G. Saporiti. 

The Cattolica of Verona is one of the 
best co-operatives. It was founded in 
1896; writes fire, hail and life, and its 


president is Count Dr. E. Passi; 
eral manager is P. Cevese. 

The Cassa Generale di Assicurazioni, 
managed by G. W. Tosgobbi, the Savoia, 
Sicurta, Italica and Subalpina are the 
names of other good companies. 

We close this short review by men- 
tioning two further mutuals: The Mu- 
tua Italiana Assicurazioni Bestiame (life 
stock), which comprises better mutuals 
and writes hail insurance, managed by 
Dr. Siniscalchi; and the Mutua Assicura- 
zioni Enti Cooperativi Italiani, managed 
by Mr. Grassi who devotes his activities 
especially to the management of’ co- 
operatives. 

Finally, there must not be overlooked 
one big company which writes reinsur- 
ance exclusively, in all branches, namely, 
the Societa Italiana di Riassicurazione 
Consorziale, founded in 1918. It collects 
about lire 30 million in annual premiums 
and is managed by Giuseppe Treves. 

By this short review we believe to have 
given a fairly complete picture of the 
Italian insurance market with its par- 
ticular characteristics, which consist 
chiefly in the co-existence of government 
and private, monopolistic and freely com- 
peting enterprises, which accomplish 
much that is useful under the wakeful 
supervision of the government. 

+ * 


Radio Equipped Cars 


I have received the following Ietter’ 
from the editor of a radio trade paper: 

“We understand that insurance com- 
panies will not insure radio-equipped 
cars on the theory that the accident lia- 
bility is greatly increased, due to the 
distraction of the driver’s attention which 
operation of the set will cause. 

“Can you enlighten us on this sub- 
ject ?” 

One of the leading casualty executives, 
to whom I turned over the letter, makes 
this response: 

“There are very few companies which 
will not insure radio-equipped cars be- 
cause of the belief of the possibility of 
accidents being greatly increased on ac- 
count of the driver’s attention being dis- 
tracted. While underwriters may have 
had a feeling in that direction early in 
the days of automobile radios, it is our 
opinion that the resultant facts have not 
substantiated that fear. I have talked to 
representatives of several other compan- 
ies, and find that their views correspond 
with ours, viz.: the risk should be under- 
written and the radio-equipped car own- 
er not refused insurance, if otherwise he 
is a good risk.” 

-_— = 


its gen- 


An Agent’s Apartment House Lease 


The real estate column of the New 
York Herald-Tribune in a recent issue 
said that Albert B. Ashforth, Inc., 
had leased to a well-known New York 
City insurance agent “an apartment of 
twelve rooms and six baths at No. —— 
Park Avenue.” 

This looks as if prosperity had come 
from around the corner and is approach- 
ing us again. 

* * * 


Unique Policy 


A form of policy which appears to be 
unique has just been taken out by a Lon- 
don publisher on behalf of Hector Bo- 
litho, well-known novelist and biograph-. 
er, to compensate himself if owing to 
accident or illness Mr. Bolitho is unable 
to deliver the manuscript of “Victoria 
the Widow,” a biography of Queen Vic- 
toria’s later years, on the contract date. 
Actually a claim was nearly made, for 
in the spring, as Mr. Bolitho was On his 
way to visit his family in New Zealand, 
he was nearly killed in an airplane ac- 
cident. 

* * * 


A Real Asset 


One of the Los Angeles casualty men 
got a laugh out of an answer he found 
in an application for a bond. In the 
financial statement section the applicant, 
in answer to the question, “Have you 
any other assets,” wrote: “Wife work- 
ing. 
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K. V. Rothchild Joins 
Premium Credit Co. 


MANY YEARS IN IN INSURANCE 
Well-Known Former Company Executive 
and Producer Believes There Is 


Growing Demand for Financing 





The Premium Credit Co. of 116 John 
Street, New York, announces that K. V. 
Rothchild has become associated with 
its management. He brings to the or- 
ganization, a pioneer in premium financ- 
ing in’ the New York market, an ex- 
perience of two decades in insurance. 
Among other connections have been 
these: Midwestern field manager at Chi- 
cago of the U. S. Casualty ; resident 
manager at Chicago of 2 ‘ral Surety; 
vice-president of Wm. B. Joyce & Co., 
Minneapolis and St. P ay For two years 
he was regional vice-president of Na- 
tional Association of Insurance Agents, 
and was a member of the fire prevention 
and casualty and surety committees. 

Mr. Rothchild came East about a year 
ago to open the New York market for a 
Western company engaged in premium 
financing. In discussing premium financ- 
ing he said to The Eastern Underwriter: 
“It has made considerable strides in the 
past twelve months. Insurance execu- 
tives and producers have come to recog- 
nize that, properly conducted, it is an 
essential and desirable function in pro- 
moting the wider sale of complete insur- 
ance protection.” He added that insur- 
ance producers now know that to ob- 
tain their share of the consumer dollar 
they must “merchandise” in a modern 
way in this era of highly competitive 
scramble for the consumer dollar. Mil- 
lions of dollars are spent each year to 
create consumer demand for investments, 
automobiles, homes, farm equipment, 
radios, electric refrigeration, life insur- 
ance, books, household furnishings, and 
even trips to Europe, all to be paid out 
of income or on the budget plan. Insur- 
ance, on the other hand, has spent little 
in building consumer demand by adver- 
tising and has generally said, “Cash in 
advance,” to the buyer. Time sales fi- 
nancing or budget payments for insur- 
ance puts at the command of the insur- 
ance producer a powerful weapon to cre- 
ate new demands for insurance protec- 
tion, expand the narrowed market, and 
secure his share of the consumer dollar. 


MAASEN SUCCEEDS HAYDOCK 

F. William Maasen has been appointed 
auditor of the London Assurance and 
the Union Fire, Accident & General, and 
secretary of the Manhattan Fire & Ma- 
rine to succeed Henry Haydock, who re- 
tired July 1 on a pension granted by the 





London Assurance after thirty years’ 
service. 
Born in Brooklyn in 1883. Mr. 


Maasen’s first position in insurance was 
with the Norwich Union in 1906, where 
he stayed for seven years. He spent 
five years with the Atlas and eleven 
years with the Royal before joining the 
London as assistant auditor in 1929. He 
was one of the founders of the Insurance 
Accountants’ Association and has been 
treasurer since its organization in 1920. 





LADAGE MANAGER AT ATLANTA 

Announcement is made by the Trav- 
elers Fire of the promotion of Henry 
M. Ladage from the position of assist- 
ant manager of the Dallas branch office, 
to that of manager of the branch at At- 
lanta, Ga. Mr. Ladage has been asso- 
ciated with the Travelers Fire since 
January 1, 1927, at which time he be- 
came assistant manager, attached to the 
New Orleans office, having jurisdiction 
over the states of Louisiana, Mississippi 
and Arkansas. After serving in that ter- 
ritory more than two years, he was 
transferred to the Dallas office, embrac- 
ing central and northern Texas. 


PHILADELPHIA PROBLEMS 





Position of Non-Policy Agent in Sep- 
aration Not Clear; Agents Want 
More Voice in Board 


One of the vexing problems in the 
Philadelphia separation situation is that 
of the solicitor or non-policy writing 
agent. Philadelphia agents raised this 
point in their recent conference with the 
special committee of the Eastern Under- 
writers Association, contending that if 
separation was applied to them it should 
also be applied to the solicitor. The 
E. U. A. committee thought that this 
argument had considerable merit. 

The problem lies,in the fact that the 
non-policy writing agents have been giv- 
ing considerable business to the Fire- 
men’s of Newark group and applying 
separation to them might mean a gen- 
eral switching of business. 

_ Another problem facing the compan- 
ies in the local separation situation is 
the argument of the agents for more of 
a voice in the operation of the Philadel- 
phia board. While the agents are per- 
mitted to sit in at present,. they must 
vote according to the dictates of their 
companies or else face having their au- 
thority revoked by the companies. The 
board is strictly a company one with 
the agents having absolutely no voice in 
its operation. What little privileges the 
agents did possess have been almost 
completely taken away since the forma- 


tion of the Middle Department Rating 
sureau. 
The Philadelphia Insurance Agents 


Association is not planning any further 
meetings to consider the separation prob- 
lem until the companies decide just what 
they are going to do. Local agents 
would be sympathetic to separation if the 
companies would grant part of their de- 
mands, particularly as applying to the 
Philadelphia board. 





F. H. ROSS ANNIVERSARY 





Prominent New York Agency in Exist- 
ence 50 Years; Owned by One Fam- 
ily During All That Time 


There are a number of local agencies 
in the country which have been in busi- 
ness for fifty years but comparatively 
few, especially in the big cities, which 
have gone for half a century without any 
change in name or without bringing in 
additional partners. Yet the F. H. Ross 
Agency of 107 William Street, New York, 
has done just that. Through all the ups 
and downs of business in the last fifty 
years this well-known agency has been 
in existence with only two heads, Fran- 
cis H. Ross, who founded the office on 
July 1, 1884, and Francis H. Ross, Jr., 
who has owned the agency since his 
father died in 1921. On Monday of this 
week the office of Mr. Ross was filled 
with beautiful bouquets of flowers, sent 
by the companies he represents and 
friends in honor of the splendid record 
of the agency. 

The F. H. Ross Agency represents as 

















COPE ER HBR ON OF re cece 


The attendance at the Chicago World’s Fair this summer bids fair to 
Many of your clients will be going. They 
are real prospects for the sale of Camera, Fur and Jewelry Floater, 


exceed last year’s figures. 


Automobile Collision and other coverages. 
are supplied with advertisements, folders and sales letters to aid 


them in getting this business. 


See the North America full-page advertisement in 
The Literary Digest, July 14, and Time, July 16th. 


Insurance Company of 
North America 


PHILADELPHIA 
Founded 1792 
and its affiliated companies write practically every form of insurance except life. 


Surplus to Policyholders, over $45,000,000 


Capital $12,000,000 








North America Agents 














general metropolitan agents five compan- 
ies—the Buffalo, Standard of New Jer- 
sey, Dubuque Fire & Marine, New Jer- 
sey Fire and the Republic of Texas. It 
also writes inland marine for the Buffalo 
and the Dubuque. The directors of the 
Buffalo recently adopted a_ resolution 
commending the fine record of the agen- 
cy which has represented the Buffalo 
now for thirty years. 

When Mr. Ross, Sr., opened the office 
it was located at 151 East 30th Street. 
Later it moved to 23rd Street and Third 
Avenue and in April, 1904, came down- 
town. Mr. Ross, Jr., the present owner, 
joined the agency in that year as an 
office boy. He is today one ‘of the best 
known producers in New York and has 
figured both as an owner and interme- 
diary in the reinsurance or sale of a 
number of fire companies. 





E. U. A. MEETING TODAY 
A special meeting of the executive 
committee of the Eastern Underwriters 
Association has been called for this 
morning at 11:15 o’clock. It is expected 
that the problems of separation will be 
discussed. 











Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 


J. A. Kersey, General Agent 


Georce Z. Day, Asst. General Agent 





U. S.- 
PREMIUM RESERVE 
OTHER LIABILITIES 
CONTINGENCY RESERVE 
SURPLUS ‘ 
*TOTAL ASSETS 


Statement December 31, 1933 


$1,737,814.87 
625,402.00 
1,097,717.64 

. 9,528,303.97 
‘ 12,989,238.48 


*New York Insurance Department Valuation Basis 
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Vandalism Rates, 


Forms Out Tomorrow 


The Explosion Conference will an- 
nounce tomorrow to companies and 
agents in all parts of the country the 
new rates, rules and forms to govern 
the writing of malicious mischief or 
vandalism insurance, a type of cover- 
age over which the Conference has 
just taken jurisdiction. There is a 
strong demand at present for this in- 
surance on the Pacific Coast because 
of the longshoremen’ s strike and 
other places in the country where la- 
bor troubles are in progress or threat- 
ened will provide ready markets for 
this coverage in addition to straight 
strike, riot and civil commotion insur- 
ance. Vandalism coverage may be 
written only as an endorsement to the 
riot policy and not as a separate con- 
tract. Considerable of this business 
has been placed in the last few days 
on binders. 











KY. COMMISSIONER TO STAY 

A court order has been issued in Ken- 
tucky restraining Governor Laffoon from 
putting into effect the Reorganization 
Act of 1934 which provides for the con- 
solidation of the State Insurance Depart- 
ment and the Department of Fire Pre- 
vention and Rates, now under control of 
the State Auditor, into a new State De- 
partment of Insurance under control of 
the Governor. It is thus likely that there 
will be no change in the office of Insur- 
ance Commissioner for some months yet. 





CHESTER PEACOCK DROWNED 

Chester Peacock, for the last eight 
years service engineer for the Under- 
writers Laboratories in the Eastern 
states, was drowned last Friday while 
swimming at Lake Mohawk in New Jer- 
sey. His home was in Brooklyn. He 
was active in affairs of the Eastern sec- 
tion of the International Association of 
Electrical Inspectors. 
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N. Y. Fire & Marine Insurance Golf 
Association Marks 20th Anniversary 


Fine Turnout at Tournament at Suburban Golf Club; J. S. 
Frelinghuysen, Founder, and Son Present; A. Vreeland, 
Jr., Wins Championship Cup; Officers Re-elected 


The New York Fire & Marine Insur- 
ance Golf Association was meeting for 
the twentieth time when it held its an- 
nual golf tournament at the Suburban 
Golf Club, Elizabeth, N. J., last Thurs- 
day. Many of the founders who played 
in the first tournament at Somerville, 
N. J., in 1915 were present, including 
former U. S. Senator Joseph S. Freling- 
huysen, credited with being the “father” 
of the association. 

As if in celebration of the anniversary 
there was an unusual number of ties in 
the contests for the various prizes. For 


&. Be d. &. 
Frelinghuysen Frelinghuysen, Jr. 


the special prize of a set of matched golf 
clubs, given for the best performance on 
the third, ninth, eleventh and sixteenth 
holes, there were six golfers who tied 
with scores of 14 each. On a draw to 
decide the possessor of the clubs J. N. 
Thompson won. The others with the 
same score were H. F. Cornwall, Oswald 
Kirby, Jr., J. Whitney Baker, W. Falk 
and Harry W. Barley. 


A. Vreeland, Jr., the Champion 


The championship cup went this year 
to a newcomer, A. Vreeland, Jr., who 





turned in a low gross of 75 in the morn- 
ing. 

The president’s cup for the ‘low net 
score was won by M. E. Harris with a 
record of 88 gross, 22 handicap, 66 net. 

The “Bill” Hadley trophy for the best 
team score by two players from the same 
insurance office was also tied for, and 
when drawn at the dinner in the even- 
ing went to a brother combination, D. 
St. C. and W. W. Moorhead of the 
United States Casualty, with a 63 joint 
net. The tying team was that from 
Despard & Co. consisting of Oswald Kir- 
by, Jr., and L. H. Boarman. 

C. A. Ludlum, retired vice-president of 
the Home of New York, was one of the 
most active of the senior members pres- 
ent and wound up with the seniors’ cup 
in his possession. He tied with Reuben 
Kipp, both having net scores of 71, the 
tie being decided by a drawing from the 
cup. 

The guest prize was won by C. C. 
Dunlap, whose score was 86—15—71. 

Officers Re-elected 


The association re-elected all its offi- 
cers, who have served for many years. 
They are Harry W. Barley, president; 
E. Leon Lewis, vige-president; W. T. 
Glenny, secretary, and Edward Galla- 
gher, treasurer. 

The presence of Mr. Frelinghuysen for 
the first time in several years led to con- 

(Continued on Page 28) 





Left to right: D. St. C. Moorhead, W. W. Moorhead, Arthur Vreeland, Jr., 
M. E. Harris, C. A. Ludlum. 





Left to right: J. H. Read, L. J. Borland, J. Whitney Baker, E. D. La 
Tourette, R. J. Newhouse, Myron Buchanan, E. P. Veitch. 





Left to right: B.S. Fuller, J. Ford, R. C. Rice, F. L. Bross, S. A. Mehorter, R. C. Fowler, Jr., C. K. Cagle, W. L. Chapman, 


J. F. Honness. 





Left to right: T. F. Handy, Ruben Kipp, J. S. Turn, B. W. Blakey, J. N. Thompson, W. L. Falk, R. J. Howard, A. B. Crehore, Paul Sleppey, H. E. Norton, W. F. 
Barton, C. F. Gates, Wilfred Garretson, E. A. Dunn. 
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Two New Books On Inland Marine 
Insurance Written In New York 


One by William M. Mortimer, Surveyor and Adjuster, Now 
Being Distributed; Other by Earl Appleman, North 
America Counsel, to Appear This Month 


While a great deal has been written on the subject of inland marine insurance 
and many addresses and lectures have been delivered on various types of coverage 
coming under the general classification of inland marine, few if any books purport- 
ing to cover the subject in detail have been published. | This week, however, there 
appears a valuable and comprehensive book on the subject and notice that another 
\ ill be ready for distribution some time this month. This first is written by William 
M. Mortimer, president of the Wm. M. Mortimer Co., 45 John Street, inland marine 
specialists, investigators, surveyors and adjusters. The author of the second book 
is Earl Appleman, marine counsel of the New York office of the Insurance Co. of 
North America and a lawyer of many years’ experience with inland marine claims. 


Both books bear the same title—“Inland 


Mr. Mortimer’s book deals with and 
explains not only the most common 
forms of inland marine coverage but in 
a practical manner gives the reader a 
full understanding of the many problems 
arising out of transportation of goods 
which brokers, agents, underwriters and 
ioss adjusters should know in order to 
apply inland marine insurance correctly 
This new volume, published by the 
Transportation Service Co. of New York 
and selling for $7.50 a copy, is as much 
a reference book as a text book and is 
written to meet the requirements of the 
man who has handled this form of in- 
surance for years as well as for the be- 
ginner. 

Mr. Mortimer is well known among 
insurance men in New York and other 
centers. His company represents many 
companies for investigations and adjust- 
ments. The author is a transportation 
specialist and before entering the insur- 
ance field about fifteen years ago was 
for years in the traffic business so that 
he has a full experience with the prob- 
lems-of common carrier liability and the 
relations between all classes of carriers 
and the shipping public. He hopes 
through this new book to remove many 
of the difficulties which have arisen be- 
cause brokers, agents, underwriters and 
others, while knowing insurance, have 

(Continued on Page 32) 


Marine Insurance.” 


Mr. Appleman’s book, containing more 
than 200 pages, is being published by the 
McGraw-Hill Publishing Co. as part of 
their series of books on insurance sub- 
jects. It will sell for $2.50 a copy. Being 
a lawyer, Mr. Appleman naturally gives 
an interpretation of the inland marine 
policies from the legal viewpoint and 
cites over 600 cases. He takes up the 
many clauses in inland marine policies 
and construes them on the basis of legai 
decisions. His book is intended for the 
beginner, the underwriter and members 
of the legal profession having contact 
with the insurance field. 

At the outset Mr. Appleman shows 
that inland marine insurance was an out- 
growth of ocean marine insurance. Years 
ago the ocean policies covered goods 
only while on shipboard. Then the cov- 
erage was extended to include hazards 
of lighters and warehouses. At the time 
of the World War there was an extraor- 
dinary increase in shipping and a sudden 
and tremendous demand for insurance 
protection because the transportation fa- 
cilities here could not be as efficiently 
handled as in peace times under private 
control. Shippers experienced difficulties 
in collecting damages from the Govern- 
ment and found it cheaper to insure the 
risks of inland transportation with pri- 
vate insurance companies. 

After the war the automobile truck be- 
came a vehicle of national importance in 


our transportation system and the great 
gain in wealth and broader distribution 
of articles of worth in the years preced- 
ing 1930 gave enormous impetus to in- 
land marine insurance. Mr. Appleman 
treats with transportation policies, float- 
er policies, bailee and legal liability poli- 
cies and special covers which cannot be 
classified under any one head. With re- 
spect to each of these he deals with the 
premiums, terms of policies, description 
of insured property, loss payments, valu- 
ations, limits of liability and other mat- 
ters, giving the latest court decisions on 
each point. Considerable space is also 
devoted to analyzing the clauses on the 
back of inland marine policies. 

Mr. Appleman has been with the North 
America since January 1, 1930. Prior to 
that he was associated for twelve years 
with the well-known law firm of Kirlin, 
Campbell, Hickox, Keating & McGrann. 


Dixie Fire Changes Made 
Following Death of Bush 


Reorganization of the home office 
staff of the Dixie Fire of Greensboro, 
N. C., has been necessitated to some de- 
gree by the death of President Harry 
R. Bush, who passed away some months 
ago. B. C. Vitt, who has become vice- 
president and is the chief executive at 
the home office, will also have charge of 
the operations of the Dixie in Virginia, 
the Carolinas and Mississippi, as the late 
President Bush had. C. Weston Bailey, 
president of the American of Newark, 
now heads the Dixie as that company is 
a member of the American of Newark 
group. 

Mr. Vitt will be manager, too, of the 
Carolina-Virginia department of the 
American and the Columbia Fire, and 
this department will act as general agent 
of the Caledonian, Yorkshire and Sea- 
board Fire & Marine. The associate 
manager of the department will be W. 
F. P. Bush, son of the late president, 
who has resigned as state agent in 
Louisiana for the Hartford Fire to re- 
turn to Greensboro. He has had wide 
experience in North Carolina and other 
parts of the south. 








FIREMAN’S FUND DIVIDEND 

The Fireman’s Fund last week de- 
clared the regular quarterly dividend of 
75 cents a share, payable July 16 to 
stockholders of record July 5. 








to assume. 
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of Dondon, Cngland 


A fine old English Company of high character and 
standing. It is one of the largest Companies of Great 
Britain doing business in the United States and writes 
all the hazards a Fire Insurance Company is permitted 
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Fire Ass’n to Control 
Lumbermen’s of Phila. 


VOTE ON PLAN THIS MONTH 





Fire Association Also to Manage Phila- 
delphia National; Companies Will 
Join Underwriting Associations 





Negotiations pending between the Fire 
Association and the Lumbermen’s In- 
surance Company, both of Philadelphia, 
culminated last Thursday by action of 
the Lumbermen’s board of directors rec- 
ommending to its shareholders that an 
offer of purchase by the Fire Association 
of Philadelphia be accepted. It is ex- 
pected that the proposal will be favor- 
ably received by the owners of the Lum- 
bermen’s and change of control become 
effective on or before July 16. 

Coincidental with the purchase of the 
Lumibermen’s the Fire Association will 
assume the management of the Philadel- 
phia National Insurance Co. There will 
be no alteration of corporate identity of 
either Lumbermen’s or Philadelphia Na- 
tional. 

“While both the Lumbermen’s and 
Philadelphia National have operated as 
non-Association companies in the field, 
they will in due time become affiliated 
with the various underwriting bodies to 
which the Fire Association belongs,” 
Otto E. Lane, president of the Fire As- 
sociation, said. “Arrangements have 
been, or will be, made with the regional 
underwriting organizations to grant the 
new management ample time to effect 
whatever changes may be required as 
they relate to the current agency com- 
mitments of both companies. This will 
be done in a timely and considerate man- 
ner, to the end that the present good- 
will existing between the Lumbermen’s 
and the Philadelphia National and their 
agents and general agents may be re- 
tained.” 

Financial Statements 

On December 31 last the combined 
statements of the Fire Association and 
its sister companies, the Reliance and 
Victory, showed total assets of $22,336,- 
366. By the new deal the total resources 
will be increased to $29,058,991 and the 
combined net surplus to $7,087,827. 

The Lumbermen’s Insurance Company 
is sixty-one years old. It was organized 
in Philadelphia June 2, 1873, and began 
business in December of that year with 
a paid up capital of $125,000, doing a 
net premium business the first year of 
$22,618 and closing the first annual 
period with a gross income of $31,532, a 
surplus of $15,000, equivalent to 12% on 
the capital, and total assets of $166,271. 

The last annual statement, December 
31, 1933, exhibited a paid up capital of 
$1,000,000 ; net premiums, $1,497,395 ; gross 
income, $1,738,375; net surplus, $1,098,- 
960, and assets, $4,317,970, based on mar- 
ket value of securities. 

Since the date of the last annual state- 
ment the Lumbermen’s in a quarterly 
statement dated April 2 exhibits an in- 
crease in the assets to $4,816,416 and an 
increase in the net surplus to $1,360,862, 
with all of its investment securities based 
en market values. 

The Fire Association has _ offered 
$78.35 a share for the stock of the Lum- 
bermen’s with the understanding that it 
must obtain at least 60% of the stock. 
The Lumbermen’s has outstanding $1,- 
000,000 of capital stock of $25 par value. 
Purchase of the Lumbermen’s will have 
a material bearing on the Philadelphia 
separation situation as it will eliminate 
two offices that had been considered 
chief possibilities for going non-union. 





HUGH KEEPERS NEW POST 

Hugh Keepers, who has been associat- 
ed with the National Board of Fire Un- 
derwriters in the engineering and fire 
prevention department, has joined the 
Schedule Rating Office of New Jersey at 
Newark. He is familiar with the stand- 
ard schedule for grading cities and 
towns which has been put info use in 
New Jersey. 
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DON’T LET YOUR CLIENTS GAMBLE WITH THEIR PROPERTY! 


You can convince them that adequate insurance 
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Connecticut Companies 
Had Good Year In 1933 


DUNHAM ISSUES HIS REPORT 
Loss Ratio of Connecticut Companies 
Was 41%; Underwriting Expense 
Last Year Was 47.63% 








A sharp decrease in the amount of fire 
insurance claims incurred in Connecticut 
during 1933 is shown in Part I of the 
Connecticut Insurance Department’s an- 
nual report covering fire and marine bus- 
iness of 1933, a summary of which was 
released this week by Insurance Com- 
missioner Howard P. Dunham. 

Total net fire claims incurred by all 
licensed companies in Connecticut in 
1933 amounted to $3,547,630, as compared 
with a total of $4,985,231 in 1932, a de- 
crease of $1,437,601. This was accom- 
panied by a marked drop in net premium 
income. The net premium income of the 
companies from Connecticut fire business 
was $10,245,777, as compared with an in- 
come of $11,142,083 in 1932, a decrease of 
$896,306. The percentage of losses paid 
to net premiums received on Connecticut 
fire business was 36.31 in 1933, as com- 
pared with 41.40 in 1932 and 37.27 in 1931. 

Total claims incurred by all fire com- 
panies. on their general, country-wide 
business in 1933 were $275,587,976, a de- 
crease of $107,983,024 from the 1932 fig- 
ure. Premiums earned amounted to 
$693,058,482 in 1933, a decrease of $90,- 
741,931 from the 1932 total. 

Experience of Connecticut Companies 

Claims incurred by the Connecticut 
stock fire insurance companies on their 
general, country-wide business in 1933 
amounted to $43,776,671, as compared 
with $59,949,466 in 1932, while premiums 
earned in 1933 totaled $106,371,039, as 
compared with $118,755,457 in 1932. The 
loss ratio of the Connecticut stock fire 
companies on their total business in 1933 
was 41.15%, as compared with 50.48% in 
1932 and 48.75% in 1931. The underwrit- 
ing expense ratio was 47.63% in 1933, as 
compared with 46.75% in 1932 and 46.20% 
in 1931. 

Gross interest and rents earned by the 
Connecticut stock companies amounted 
to $11,026,230 in 1933, a decrease of $991,- 
022 from the 1932 figure. Stockholders’ 
dividends declared by these companies 
totaled $7,350,000 in 1933 and $7,260,000 
in 1932. 


Loss and Expense Ratios 


The loss ratio of all reporting fire 
companies on their general, country-wide 
business in 1933 was 39.76% as compared 
with 48.94% in 1932 and 47.78% in 1931. 
This is the lowest ratio experienced in 
a number of years. The underwriting 
expense ratio of all companies was 
44.75% in 1933 and 43.66% in 1932. Gross 
interest and rents earned by all com- 
panies amounted to $73,654,239 in 1933, 
as compared with $85,880,188 in 1932 and 
$105,221,839 in 1931. Dividends declared 
by all companies in 1933 totaled $81,016,- 
476, as compared with $83,095,699 in 1932 
and $113,763,631 in 1931. This figure rep- 
resents dividends to policyholders as well 
as stockholders and net remittances to 
their home offices by United States 
branches of foreign companies. 

Two hundred and eighty fire and ma- 
rine companies reported to the Connec- 
ticut Insurance Department for the year 
ending December 31, 1933, six less than 
for 1932 and twenty less than for 1931. 
Leaders in net fire premiums received 
from Connecticut in 1932 were: Aetna 
Fire, $406,881; National Fire, $400,507; 
Hartford Fire, $329,483; Travelers Fire, 
$311,170; Home, $299,669. 


FIREBUG’S MANAGER KILLS SELF 

William Trevor Bruce, formerly man- 
ager to Leopold Harris, the notorious 
assessor and firebug who headed the 
arson gang convicted in London last 
year, committed suicide recently. He 
was 48 years of age. Financial and do- 
mestic difficulties were stated at the in- 
quest to have been responsible for 
Bruce’s act. A verdict of suicide while 
of unsound mind was recorded. 
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Pearl Offices Now 
Located in Cleveland 


ECONOMY WILL BE ACHIEVED 





Pearl, Monarch Fire and Eureka-Security 
Housed in Same Building; Pearl Ex- 
ecutives Remain in New York 





Cleveland acquired enhanced prestige 
as a fire insurance center this week 
through an arrangement made by the 
Monarch Fire by which two important 
fire underwriting companies are consoli- 
dating their main offices with the Mon- 
arch headquarters at 4300 Euclid Avenue. 
The two organizations are the Pearl As- 
surance of London and the Eureka-Se- 
curity Fire & Marine, formerly of Cin- 
cinnati. The Pearl is sending to Cleve- 
land its underwriting, statistical and cler- 
ical departments of its United States 
branch, from New York City, while the 
entire main office of the Eureka-Security 
is being amalgamated with the Monarch 
organization. 

“This move is being made in order to 
take advantage of the convenience and 
the central location of Cleveland as a 
national headquarters, and also in the 
interests of closer co-operation between 
these three companies,” said Ralph Raw- 
lings, Monarch president. “It will bring 
about 100 people to Cleveland and will 
have a constructive effect upon this dis- 
trict inasmuch as large bank balances 
will be transferred to this city. The com- 
panies will also derive benefits from com- 
bining the work formerly handled bv 
three offices into a single organization.” 

General Agent for Pearl 

Mr. Rawlings became general agent 
for the Pearl in a group of middle wes- 
tern states a year ago, and continues in 
that capacity. The Pearl recently pur- 
chased the entire capital stock of the 
Eureka-Security company, which will 
continue as a separate underwriting or- 
ganization. 

In addition to the eighth floor of thc 
4300 Euclid Avenue building, which the 





F. D. LAYTON, President 
Admitted Assets 


Capital Stock 
Reserve for Unearned Premiums. . 





National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement December 31, 1933, to New York Insurance Department 






Reserve for Losses..... ..... 1,984,950. 
Reserve for Taxes and Other Expenses..... oe 1:049,490.04 
eS ren 250,000.00 
Reserve for Contingencies (Special).............. 3,769,288.38 
Reserve for Contingencies (General)........ ‘ iri 1,700,000.00 
Net Surplus (Based on December 31, 1933, Market Prices) 11,867,764.77 
39,924,452. 
Surplus Available for Protection of Policyholders...................... sie ser 76477 


S. T. MAXWELL, Vice-President 


$39,924,452.58 








Monarch has occupied, the entire sev- 
enth floor has been leased for the new 
insurance group, and has been entirely 
remodeled for the needs of the organiza- 
tion. 

Officers of the Monarch are: Richard 
Inglis, chairman of the board; Ralph 
Rawlings, president; A. R. Horr, vice- 
president; Robert J. Bulkley, vice-pres- 
ident; A. E. Hendricks, vice-president; 
Edward T. Lyons, vice-president; F. J. 
Greer, vice-president and _ treasurer; 
William R. Daley, secretary; Fred S. 
Stewart and A. M. Wagner, assistant 
secretaries, and A. C. England and J. J. 
Hunter, assistant treasurers. 

The Pearl company is continuing ex- 
ecutive and brokerage offices at 80 John 
Street, New York, while the former main 
office of the Eureka-Security company 
at 22 Garfield Place, Cincinnati, now be- 
comes a branch office of that company. 


HENRY P. SMITH IN EUROPE 

Henry P. Smith, manager of the Fac- 
tory Insurance Association of Hartford, 
and Mrs. Smith, sailed on the Bremen 
at midnight last Saturday for a summer 
vacation in England and Scotland. 


NEW COMPANY IN TORONTO 

With an authorized capital of $500,000, 
a new fire insurance company is being 
incorporated under the name of the Se- 
curity National Insurance Company. 











Sound I nsurance 





FIRE ASSOCIATION OF PHILADELPHIA 


Established 1817 


VICTORY INSURANCE COMPANY 
Established 1919 


THE RELIANCE INSURANCE COMPANY 
Established 1841 


for over a Century 





Chicago 
Atlanta 


HEAD OFFICES 
Fourth and Walnut Streets, Philadelphia 


DEPARTMENTAL OFFICES 
San Francisco 


New York City 


Dallas 
Toronto 








OCEAN AND INLAND MARINE DEPARTMENTS 
Appleton & Cox, Inc., Attorney 
8 South William Street 
New York City 


Service Offices or General Agencies in all Principal Cities 








Instalment Premiums 
On Term Fire Policies 


PRELIMINARY DISCUSSIONS HAD 





Long Study Required Before Any De- 
cision Whether Present Method 
Can Be Changed Safely 





At the recent meeting in New York of 
fire insurance men representing various 
organizations and companies to discuss 
the question of writing term policies with 
premiums payable in instalments no de- 
cisions were reached and it is not ex- 
pected that any definite conclusions on 
this subject will be arrived at in the near 
future. It is a subject entirely too full 
of dangerous possibilities to be disposed 
of hastily. 

At the present time assureds taking 
out three-year policies on dwellings and 
some other risk classifications receive a 
half year’s credit in the premium charge 
for paying the entire premium at the in- 
ception of the contract. The companies 
hold that as they are saved expenses in 
writing new policies each year and as the 
assured loses the interest on his money 
the latter is entitled to consideration. 
Those who renew their policies annually 
have not been entitled to this saving in 
cost. 

In some sections of the country, nota- 
bly parts of the Middle West, it is 
charged that some companies for com- 
petitive purposes have permitted as- 
sureds to take out three-year term pol- 
icies, pay the premiums annually with 
little or no service charge and still re- 
ceive the protection at two and one-half 
times the annual premium. In other 
words companies are in effect giving as- 
sureds a half year’s free insurance mere- 
ly for the promise that the policies will 
not be transferred to other companies 
for three years. 

While this practice is generally con- 
sidered here as entirely contrary to good 
business judgment fire underwriters are 
wondering whether there is not some 
middle ground whereby an assured covld 
buy a term policy and pay the premium 
on an instalment basis with only a nom- 
inal service fee. The whole proposition 
is complicated for the present with ac- 
tuarial problems, including the question 
of reserves, and while successful fire un- 
derwriters do not want to appear unduly 
conservative, nevertheless they are quite 
reluctant to depart from sound and test- 
ed underwriting principles purely as a 
competitive expedient. 

One important factor tending to delay 
any action approving the use of instal- 
ment payments on reduced rate term 
pol'cies is the obvious decline in the de- 
mand for partial payment facilities. 
Property values have decreased to the 
point where the ordinary premium 
charges are today not nearly as large as 
in 1929 and 1930 and the average assured 
can pay his whole bill in thirty to ninety 
days, thus avoiding finance charges. 
Those assureds whose policies have been 
cancelled for non-payment of premiums 
probably would not have been much bet- 
ter off if they could have paid on the 
instalment plan. After all the insurance 
bill must be paid, no matter what the 
terms. Thus it seems that there will be 


no genuine demand for further credit 
facilities, other than for competitive pur- 
poses, until business recovery has pro- 
gressed considerably more. 
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LOYALTY GROUP—— 


NEAL BASSETT, President 


JOHN R, COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres, HERBERT A. CLARK, Vice-Pres. A. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice-Pres. E, G, POTTER, 2d V. -Pres. TTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d ¥. -Pres, OLIN BROOKS, 2d V.-Pres. 


FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


CAPITAL 


$ 9,397,690.00 Organized 1855 


NEAL BASSETT, Chairman of Board 
HENRY M. GRATZ, President 



































JOHN R. COONEY, Vice-Pres. — KEMP, Vice-Pres, HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. RMAN AMBOS._ Vice-Pres. E. G. POTTER, 2d V. -Pres. W. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d a. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 

THE GIRARD FIRE AND MARINE INSURANCE COMPANY 
$ 1,000,000.00 Organized 1853 
NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres. H,. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice-Pres, E. G. POTTER, 2d V. -Pres. W. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. LEE TRIMBLE, 2d Vv. -Pres. OLIN BROOKS, 2d V.-Pres. 
THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 
$ 600,000.00 Organized 1854 
NEAL BASSETT, President 
a R. Mg eon ye Vice-Pres. ARCHIBALD KEMP, Vice-Pres, HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
E. WOLLAEGER, Vice-Pres. HERMAN aS, Vice-Pres. E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. LEE TRIMBLE, 2d v. -Pres. OLIN BROOKS, 2d V.-Pres. 
NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 
$ 1,000,000.00 Organized 1866 
NEAL BASSETT, President 
cme? Ag oy ys Vice-Pres. ARCHIBALD KEMP, Vice-Pres, HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
OLLAEGER, Vice-Pres. HERMAN AMBOS, | Vice-Pres. E. G. POTTER, 2d V. -Pres. W. W. POTTER, 2d Vice-Pres. 
E WALTER J. SCHMIDT, 2d V. -Pres. LEE TRIMBLE, 2d Vv. -Pres. OLIN BROOKS, 2d V.-Pres. 
SUPERIOR ‘FIRE INSURANCE COMPANY 
$ 1,000,000.00 Organized 1871 
NEAL BASSETT, Chairman of Board 
W. E. WOLLAEGER, President JOHN R. COONEY, Vice-Pres, ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres. 
H. R. M. SMITH, Vice-Pres. HERMAN AMBOS, Vice-Pres. E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V.-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. E TRIMBLE, 2d Vv. -Pres. OLIN BROOKS, 2d V.-Pres. 
THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 
$ 1,000,000.00 Organized 1870 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres, HERBERT A. CLARK, Vice-Pres. H. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice-Pree. E. G. POTTER, 2d V. -Pres. Ww. W. POTTER. 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. EE TRIMBLE, 2d V. -Pres, OLIN BROOKS, 2d V.-Pres. 
THE CAPIT. AL FIRE INSURANCE COMPANY 
$ 300,000.00 Organized 1886 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 
$ 100,000.00 Organized 1905 
NEAL BASSETT, President 
™ KEMP, Vice-Pres, HERBERT A. CLARK, Vice-P: H. R. M. SMITH, Vice-Pres. 
Foe oT KRGER Vieo-Pree, "HERMAN AMBOS, Vice-Pres. E.G. POTTER, 24V.-Pres.  _'W. W. POTTER, 2d Vice-Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2d V.-Pres. 
MILWAUKEE MECHANICS’ INSURANCE COMPANY 
$ 2,000,000.00 Organized 1852 





NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, Vice-Chairman 


H. S. LANDERS, President J. C. HEYER, Vice-President WINANT VAN WINKLE, Vice-President JOHN R, COONEY, Vice-President 
E. G. POTTER, 2d Vice-Pres. E.R. HUNT, 3rd Vice-Pres’t S.K.McCLURE, 3d Vice-Pres. T. A. SMITH, Jr., 3rd Vice-Pres. F.J. ROAN, 3rd Vice-Pres. 


THE METROPOLITAN CASUALTY INSURANCE COMPANY 








$ 1,000,000.00 OF NEW YORK Organized 1874 
NEAL BASSETT, Chairman of Board 
FE un. ER ME ee vice RANK J. ROAN, Srd Vice-Pree. E.R. HUNT, Sed Vice-Pres. 8 1. McCUORE. Sra Vinee 
COMMERCIAL CASUALTY INSURANCE COMPANY 
$ 1,000,000.00 Organized 1909 
WESTERN DEPARTMENT PACIFIC ee 
; , Ilinoi 220 Bu treet, 
pact paps Negara EASTERN DEPARTMENT San Francisco, California 
H, M. SMITH, Vice-President W. W. & E, G. POTTER, 2nd Vice-Presidents 
TAMES SMITH, Secretary 10 Park Place FRED W., SULLIVAN, Secretary 





SOUTH-WESTERN DEPARTMENT 








CANADIAN DEPARTMENT NEWARK, NEW JERSEY 912 Commerce St., Dallas, Texas 
461-467 Bay St., Toronto, Canada OLIN BROOKS, 2d Vice-President 
: a BEN LEE BOYNTON, Res, Vice-President 
MASSIE & RENWICK, Ltd., Managers > Se IEEKER, Se EKER, Secretary 


LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
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hi ents’ Proposal toH.O.L.C. 


(Continued from Page 1) 


the risk make every endeavor to collect 
the premium from the home owner. In 
those cases where the home owner shall 
not pay the premium, the renewal poli- 
cy, or acceptable certificate of renewal, 
will then be delivered to the Corporation 
in the same company (if acceptable) and 
through the agent nominated by the 
home owner to write the insurance. 

“These renewal policies so written 
will be immediately delivered to the Cor- 
poration and billed in such form, so far 
as accounting detail is concerned, as the 
Corporation may prescribe. 

“All commissions on such business so 
written, above the expense of the service 
office, will be allocated at stated inter- 
vals by the service office to the respec- 
tive agents writing the insurance. 

“We believe this proposal meets every 
requirement of the H.O.L.C. However, 
any desired modifications deemed to be 
essential by the Corporation can readily 
be made. 


In Harmony with Recovery Plan 

“We feel that this plan is in full har- 
mony with the stated purpose of the 
National Recovery Act. It will instantly 
create in the minds of a large body of 
insurance men and their employes a feel- 
ing of satisfaction and confidence in the 
H.O.L.C., because it is then spreading 
employment and benefit to the largest 
number of people conceivable under any 
plan of insurance distribution, and under 
a sound, practical, economical, and ef- 
ficient plan of operation. 

Other sections of the agents’ proposal 
read in part as follows: 

“The National Association of Insur- 
ance Agents, in whose behalf this pro- 
posal is submitted, is a voluntary Asso- 
ciation not for profit, of insurance 
agents, and the only National Associa- 
tion of agents handling the business of 
fire, marine, casualty, indemnity and 
surety insurance. It imposes no_in- 
equitable restrictions on admission to 
membership therein or participation in 
its activity and is truly representative of 
the production subdivision of such in- 
surance business. Its membership is 
composed of 50,000 licensed producers 
of insurance premiums and 150,000 addi- 
tional employes associated therewith. 
Such imembership produces approximate- 
ly 75% of all such insurance premiums 
written in the United States. 

“The practice of the Home Owners’ 
Loan Corporation as expressed in your 
Insurance Bulletin No. 1 allows the bor- 
rower the privilege of furnishing re- 
quired insurance which he may purchase 
from any reputable agent. This meets 
with the hearty approval and commen- 
dation of the National Association of In- 
surance Agents. 

Agents’ Chief Concern 

“What we are now concerned with is 
the question of properties on which the 
insurance is or may become in default. 
The procedure as outlined by the chief 
of your Insurance Division, is that where 
the borrower is unable to pay for his 
renewal policies, the coverage is placed 
by the Corporation through an arrange- 
ment which it has effected with an in- 
surance company. The National Asso- 
ciation appreciates that there would be 
an endless amount of detail involved in 
trying to pay premiums direct to agents 
scattered throughout the country. 

“However, it is this detail we believe 
to be important for the agents generally, 
and which the National Association de- 
sires to assume. Hence the necessity of 
a central operating medium in Washing- 
ton to deal with the defaulted insurance 
situation. This function is now per- 
formed by the Corporation direct with a 
company to the exclusion of all other 
companies and all agents except the 
agents of the one company assuming the 
risk. 

“It is respectfully submitted that the 
Home Owners’ Loan Corporation should 
recognize as a recovery principle, that 
utilizing the widest insurance service 
available, where equal or better value is 


furnished, and at equal cost, is economi- 
cally, soc‘ally and industrially a sound 
procedure. 

“It is our understanding that the en- 
tire purpose of the recovery program is 
to conserve business and keep it from 
demoralization. Certainly the objective 
of the H.O.L.C. is to make it possible 
for home owners to retain their homes 
and to prevent foreclosure and bank- 
ruptcy. 

Local Agent Can Aid Covernment 


“A substantial portion of the citizens 
of this country are local insurance ag>nts 
and their employes. For a hundred 
years, insurance on residences has been 
the backbone of their businesses. An 
appreciable disturbance in the relation- 
ship with their home owner customers 
undoubtedly will drive many of them, 
particularly the smaller agents, toward 
bankruptcy. It is believed that a vast 
number of the homes of the country are 
or will become mortgaged to the 
H.O.L.C. Such homes obviously are the 
properties of those in distress, who will 
find it hard to or who are unable to pay 
such going expenses as taxes and insur- 
ance. To concentrate this business with 
one company and its agents in many in- 
stances will be destructive of businesses 
which many agents have been building 
over a period of years. 

“In case of loss, it 1s of the utmost 
importance for the home owner to be 
assured of the services of the local agent 
whom he is accustomed to patronize, and 
in whom he has confidence. It is in time 
of loss that the function of the local 
agent as the true adviser of his customer 
is most vital. With his house in ruins 
about him, or partially so, the home 
owner can turn with confidence, not to 
an unknown agent who happens to rep- 
resent the company in which the 
H.O.L.C. has placed his policy, but to the 
agent whom he knows will protect his 
interests. This agent can be relied upon 
to secure preservation of the remaining 
property, a service of value to the 
H.O.L.C. equally with the home owner. 


Bennett Upholds Proposal 


Mr. Bennett, commenting on _ the 
whole proposition, says: 

“This proposal made to the H.O.L.C. 
is perhaps the most wide-sweeping as it 
is not sectional, does not concern city 
property or rural or small town property 
alone, but is extended throughout the 
length and breadth of the land, and 
every section is affected. In the aver- 
age local agency, the fire insurance on 
the residences of his customers is the 
backbone of the business, and with an 
ever increasing number coming under 
the aegis of the H.O.L.C., the impor- 
tance of preserving it becomes para- 
mount. 

“T think no fair-minded person can 
find cause to complain that the plan is 
unjust in any particular. It is not a de- 
structive plan which would disturb har- 
monious business conditions, but a con- 
structive proposal which would continue 
the business in the hands of the self- 
same agents who had written it, and in 
the identical companies which have been 
carrying it, where the company is ac- 
ceptable to the H.O.L.C. 

“We go not to the Government boards 
and bureaus empty handed, but with a 
definite proposition to set up a service 
office in Washington to relieve the cor- 
poration of the details involved in re- 
placing defaulted insurance. 

“Tt is appreciated that the H.O.L.C., 
suddenly faced with the handling of an 
enormous amount of insurance contracts, 
naturally turned to what appeared to be 
the simplest arrangement. It is well 
known that where the local agent is suc- 
cessful in collecting the insurance pre- 


miums it has been the policy of the cor- 
poration not to disturb the existing in- 
surance. 

“But where the corporation is com- 
pelled to pay the premiums itself, and 
such cases naturally are growing by 
leaps and bounds, it has confined this 


NEW ENGLAND CONVENTION 


Local Agents Prepare to Meet at Mt. 
Washington Hotel Next Monday, 
Tuesday and Wednesday 


The Mount Washington Hotel at 
Bretton Woods, N. H., will be the gath- 
ering point next Monday, Tuesday and 
Wednesday of local agents of the New 
England States who wish to escape the 
summer heat and also to exchange views 
on current insurance problems. Most of 
the time at the business sessions of the 
thirteenth annual convention of the 
New England Associations of Insurance 
Agents will be given over to discussion 
with few formal speeches scheduled. 

On Monday afternoon the New Eng- 
land Advisory Board will meet and that 
evening there will be the get-together 
dinner. The chicf speakers will be In- 
surance Commissioner John E. Sullivan 
of New Hampshire, Executive Vice- 
President Edward M. Allen of the Na- 
tional Surety Corp., and Secretary- 
Counsel Walter H. Bennett of the Na- 
tional Association of Insurance Agents. 
Thomas C. Cheney of Morrisville, Vt., 
will preside. 

Tuesday morring, at the first business 
session, memorials on the late Percy H. 
Goodwin of San Diego, Cal., and James 
L. Case of Norwich, Conn., both past- 
presidents of the National Association, 
will be presented. The report of War- 
ren S. Shaw, secretary-treasurer of the 
New England associations, will follow, 
and also talks by Mr. Bennett, Special 
Agent Walter H. Helm of the Spring- 
field Fire & Marine and President Ralph 
G. Hinkley of the New England Ex- 
change. The rest of the day will be de- 
voted to golf, bridge and other social 
activities including an informal dinner, 
concert and dance. 

Wednesday morning will be devoted 
entirely to discussion, the following be- 
ing some of the subjects listed: Premi- 
um financing by company organizations, 
handling of loss adjustments, combating 
of activities of unethical adjusters, 
scorch claims, workmen’s compensation, 
excepted city brokerage, agency adver- 
tising, H.O.L.C. insurance, reinsurance of 
non- association companies by associa- 
tion insurers, and automobile liability in- 
surance. 





HONOR W. L. PELTON AT OLEAN 

William L. Pelton, president of the 
W. H. Mandeville Co., Inc., of Olean, 
|» was guest of honor recently ata 
dinner given by friends, relatives and 
business associates to mark his comple- 
tion of forty-five years with the agency 
which was organized in 1860. On June 
17, 1889, Mr. Pelton joined the office 
which now represents a number of lead- 
ing companies. Mr. Pelton is also presi- 
dent of the Cattaraugus Board of Un- 
derwriters. Years ago W. H. Mande- 
ville was one of the leading figures in 
the National Association of Insurance 
Agents. 





REPRESENTS CO. 30 YEARS 


The Austin & Merritt Agency of Port 
Chester, N. Y., has represented the Na- 
tional Union Fire for thirty years and 
last Friday Frederick Ackermann of 
Newark, general agent, and Special 
Agent J. H. Blainey of New York vis- 
ited the agency and congratulated David 
J. Kelly, Jr., president, on his fine rec- 
ord as an excellent producer. Mr. Kelly 
started with the agency as an office boy. 
Messrs. Austin and Merritt, the found- 
ers of the office, are both dead. 





business to one company and its agents. 

“The purpose of a service office which 
the National Association would set up 
in Washington, in connection with its 
H.O.L.C. activities, would be, as ex- 
plained in the proposal, to furnish the 
H.O.L.C. with renewal binders, to seck 
to have the agent collect from the as- 
sured and, failing that, to deliver to the 
H.O.L.C. a renewal policy in the com- 
pany in which it was already written, if 
acceptable to the H.O.L.C.” 


Gamwell & Ingraham 
30 Years In Business 


STORY OF PROVIDENCE AGENCY 





Established by Peet Partners; Both 
Active in Civic and Social 


Life of City 


On July 1, 1934, the agency of Gamwell 
& Ingraham will have been in business 
thirty years, having been established on 
July 1, 1904, by Clinton T. Gamwell and 
Walter S. Ingraham. 

The agency represents several high- 
grade fire, casualty and miscellaneous in- 
surance companies and maintains claim 
and inspection departments in connection 
with their offices. 

The agency’s personnel have been as- 
sociated with the partners for periods of 
from fifteen to twenty-seven years. 

The agency continues to represent the 
first company which appointed Gamwell 
& Ingraham on July 1, 1904. Other rep- 
resentations cover periods of fifteen, 
twenty and twenty-five years. 

The partners are both active in the 
agency, in the business, fraternal and so- 
cial life of the city and are optimistic 
for the future of the insurance problems 
which are confronting the insurance bus- 
iness today. 





Boston Board Moves To 


Bar Excess Commissions 


In consequence of the order recently 
promulgated by the Boston Board of 
Fire Underwriters, making effective at 
the end of June the following provision 
in the agency and brokerage regulations: 
“A Class A or Class B agent shall not be 
eligible for appointment also as a Boston 
Board agent, nor be interested directly 
or indirectly in a Boston Board agent.” 
Jesse Gould & Son, Inc., of Chelsea; 
Walter H. Wilcox, Inc., of Woburn; 
Daniel F. Viles & Co., Inc., of Waltham, 
and George Y. Wellington & Son, Inc., 
of Arlington, last week filed a bill in 
equity in the Suffolk Superior Court 
seeking to enjoin the Boston Board from 
publishing any list of qualified agents 
which does not include their names. 

The intent of the amendment is to 
prevent individuals doing their principal 
business outside Boston proper from 
joining a Boston agency in order to se- 
cure the Boston over-riding ‘commission 
when they do. not in reality maintain a 
bona fide agency plant in the main Bos- 
ton territory. In view of the fact that 
agency appointments terminate June 30, 
the board has been accustomed to pub- 
lish as soon as practicable after July 1, 
a list of agents who have been relicensed 
by the state, in order that board mem- 
bers may know with whom they may 
properly do business among the class A 
and B agents in the suburban territory. 
The Board meets on July 10 and until 
then no list will be printed omitting the 
names of the complaining agencies. 


BLUE GOOSE POND OFFICERS 
The new official staff elected by the 
Oklahoma City Pond of Blue Goose for 
the 1934-35 season includes Lee Mor- 
gan, state agent for the Boston, most 
loyal gander; Leonard Gray, state agent 
for the Trinity Fire, supervisor of flock; 
Edward Pearson, special agent for the 
Aetna (Fire), custodian of goslings; Z. 
M. Lang, special agent for Rochester 
American, guardian of the pond; Robert 
Senn, state agent for the St. Paul Fire. 
keeper of the golden egg, and Corneliu: 
Smith, special agent for the Springfield 
Fire & Marine, wielder of the goos- 
quill. A. B. Stewart, state agent for the 
Providence of Washington, and T. Rav 
Phillips, grand guardian of the pond, 
were named delegates to the Grand Nest 
meeting at Omaha, August 21 to 23. 





NOW PORT COMMISSIONER 
Joseph M. Byrne, Jr., head of the in- 
surance agency in Newark which bears 
his name, this week began his five year 
term as a commissioner of the Port of 
New York Authority. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 












This is no reflection on the young and 
ambitious news gatherers of commercial 
reporting agencies, but a Glens Falls 
agent related to me with great gusto the 
following incident: A young reporter 
came to him and asked him about the 
standing, resources, character, etc., of 
Adolph Ochs, proprietor of the New 
York Times. Mr. Ochs has a fine sum- 
mer residence on Lake George and this 
youngster was trying to find out about 
him. He said he had been requested by 
his home office to gather the informa- 
tion. Neither his home office nor he 
seemed. ever to have heard of the fa- 
mous Mr. Ochs and his connection with 
the New York Times. This is in keep- 
ing with what I experienced years ago 
when I was with the National Liberty 
and traveled in Canada. The Province 
of Ontario owns the _ hydro-electric 
plants at Niagara Falls built by the gov- 
ernment. From a young clerk in the 
office I regularly got a slip to inspect, 
marked “Not rated in .” When 1 
spoke to him about it I got the reply 
that his superiors had told him to get 
the rating of every risk, and that was 
what he was doing and would continue 
to do, special agent or no special agent. 
He was loyal, to say the least, although 
stupid. 





* * * 


Developing Canadian Field 

When I was sent to Canada (at which 
time we had no business there) to or- 
ganize a plant and develop it, I was told 
that I was not working for results to be 
obtained in the immediate future, but to 
lay the foundations of something that 
probably would not bear fruit for ten or 
twenty years. I was really in the posi- 
tion of a pioneer who was clearing the 
forests and laying the foundation for a 
future by which the next generation 
would benefit; in fact it was “empire 
building” from an insurance point of 
view. At any rate, that is the idea I 
had and I spent two very busy and in- 
teresting years “blazing” the trail, which 
was not an easy job. 

After two years I had laid the founda- 
tions of a plant stretching from the At- 
lantic to the Rockies (within 500 miles 
of the Pacific), giving us about $200,000 
in premiums annually. I started my 
plant with a secondhand desk in Binks 
& Shaw’s office at Ottawa, at 120 Sparks 
Street. The entire plant was gradually 
destroyed when a new management came 
into power at the home office of the 
National Liberty in 1922, who did not 
have the vision that the former man- 
agement had about the future of Canada. 
I spent two years working day and night 
and holidays to build up something, tak- 
ing a great deal of physical and mental 
energy, only to see it all go for naught 
by non-constructive management, which 
to a constructive mind is tragedy. 

The idea was that after I had built 
the foundations for a Canadian plant, I 
was to visit Spain, Portugal and Scan- 
dinavia, the South American countries 
and Mexico, nations which had not been 
affected by the war, having been neu- 
tral, and build up a foreign department 
for the National Liberty, with headquar- 
ters in New York at the home office 
with myself in charge. All of which 
would have taken the rest of my natural 
life. But the job of carrying out the 
brilliant idea of the old management of 
the company was nipped in the bud, 


much to my sorrow. But I got a lot of 
fun out of it while it lasted, although I 
was away from my dear ones for three 
or six months at a time. It was a great 
experience and fired my imagination and 
enthusiasm. 

The plant I built up was not a gen- 
eral agency proposition, as now con- 
ducted by most American companies, but 
our very own. I did not enter this prop- 
osition at the time primarily from the 
profit motive, but I tackled a tough job 
because this pioneering work always ap- 
pealed to me. Otherwise I would have 
refused to handle it, as I could not have 
undertaken it unless I had felt the way 
I did. 

When I left Canada in 1923 and took 
a job with the U. S. department of the 
Fuso of Japan, I also had to do this 
pioneering work, from Maine to Vir- 
ginia, and it was a tough job to place a 
Japanese company, but it was in my ter- 
ritory among old friends and known con- 
ditions. Then came the Tokio earth- 
quake and reinsurance of the business I 
had laboriously built up. But the work 
I had done came to the notice of Neal 
Bassett of the Loyalty group through 
Mr. Kenzel, the American manager of 
the Fuso (who died shortly before we 


rcinsured) with whom I went in 1924. 
Mr. Bassett told me that he consid- 
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ered my work in successfully working up 
a good plant for the Fuso as the “ne 
plus ultra” of production work. Some- 
times things that seem a calamity work 
out to one’s ultimate benefit, as these va- 
rious episodes did in my case. And just 
think of the interesting experiences I 
had both in Canada and with the Fuso, 
after having traveled in only one country 
and state from 1894 to 1918, when I was 
called to the home office of the Na- 
tional Liberty, first as general adjuster, 
and then made general agent at the home 
office in control of the entire Eastern 
department with supervision over the 
loss department and account department. 
I have had an experience that few men 
have had the opportunity to enjoy. 








Edward Gallagher H. W. Barley 


(Continued from Page 21) 
siderable reminiscing about the days 
when the association was founded. At 
the dinner in the evening Mr. Freling- 
huysen paid tribute to the officers of the 
association, saying that although he 
might be the “father” of the group, it 
has been nursed by Messrs. Barley, Glen- 
ney and Gallagher. 

At one of the early meetings held in 
the home of Senator Frelinghuysen and 
attended by Glenney and Gallagher there 
was a youngster who toddled into the 
showed little interest in the pro- 


room, 
ceedings and toddled out again. It was 
Joseph S. Frelinghuysen, Jr., who was 


one of the contestants in this tourna- 
ment, of the association. 

There were many representatives at 
the tournament both of the old-timers 
and of the second generation. One of 
the outstanding scores of the day was 
turned in by Oswald Kirkby, Jr., son 
of the association’s first champion, who 
died during the past year. Mr. Kirkby 
tied for a number of prizes but lost each 
one of the draws. He also had a gross 


W. T. Glenney E. L. Lewis 


of 75 in the afternoon play, which 
equaled the championship record set in 
the morning but which did not count, as 
only the morning round is considered 
for the championship. 

Many of those present had played in 
the first tournament of the association in 
1915 and never missed a meeting. One 
of the leading old-timers was Eugene D. 
LaTourette, in his seventies, who sat in 
a chair on the high bluff commanding 
the course and kept up a constant re- 
partee with the players below. 


Old-Timers Invited 


In line with notice to all members a 
special letter was sent by President Bar- 
ley to a number of members who have 
supported this organization during its 
entire twenty years but who have not 
attended any of its tournaments, inviting 
them to be guests at Suburban Golf Club 
last week. 


They included C. R. Pitcher, Wallace 
Reid, C. V. Meserole, Henry W. Lowe, 
James J. Hoey, L. R. Bowden, W. H. 
Koop and J. Whitney Baker. Of those 
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invited only J. Whitney Baker was able 
to attend. 

At the banquet at the conclusion of 
an informal talk by ex-Senator Freling- 
huysen the Senator offered the follow- 
ing resolution, which was unanimously 
adopted: 

“Resolved, that the members of the 
Association express their deep apprecia- 
tion of the unselfish and devoted work 
of the officers of the Association in con- 
tributing so much to the happiness and 
enjoyment of its members for the past 
twenty years.” 

It was regretted that A. Duncan Reid, 
donor of the senior trophy, and W. L 
“Bill” Hadley, donor of the team trophy, 
were unable to be present. The latter 
was absent due to the death of his 
mother, whose funeral was held the af- 
ternoon of the day of the tournament. 





SALVAGE CORPS 55 YEARS OLD 

The Newark Salvage Corps, which has 
contributed so successfully to lowering 
fire loss totals in Newark, N. J., was 
fifty-five years old last Sunday. Formed 
in 1879 with a single horse drawn ap- 
paratus, it now has a staff of twenty-six 
men and several high-powered motor 
trucks. James T. Keegan has been su- 
perintendent since January 1, 1928, and 
he has under him three other officers, 
twenty-one patrolmen and one clerk. 
Mr. Keegan joined the corps twenty-two 
years ago. The Salvage Corps is super- 
vised by the Underwriters’ Salvage Pro- 
tective Association. 





M. C. W. BUCHENBERGER HURT 


Max C. W. Buchenberger, special 
agent of the Underwriters Salvage Co. 


of New York and widely known as © 


wielder of the goose quill of the New 
York City Pond of the Blue Goose, was 
painfully but not seriously injured in 
an automobile accident Tuesday night. 
He was driving his car in Nutley, N. J., 
after the rain storm Tuesday and the 
machine skidded, hitting a tree. Mr. 
Buchenberger is now recovering at his 
home in Nutley. 
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N. Y. Court Passes On 
Apportionment Problem 


QUESTION OF CANCELATION 





Court Holds ——— Three Policies Were 
Canceled For Failure of Assured 


to Pay Premium 





An unusual situation presented itself 
in the case of Harry Minsky and Sophie 
Minsky, plaintiffs, against the Baltimore 
American, Eagle Fire and Seaboard Fire 
& Marine, which was tried in the City 
Court of the City of New York, New 
York County, before Justice Joseph T. 
Ryan and a jury. 

The question which was presented to 
the jury involved the apportionment 
clause of the standard form insurance 
policy relative to determining the liabil- 
ity of one or more of the insurance com- 
panies which were named as defendants 
in the action. The loss was agreed upon, 
but the case was brought to trial in 
order to have the jury determine the 
method of apportionment, in view of the 
fact that the companies disagreed among 
themselves as to the method of appor- 
tionment. 

At the time of the fire the assured as- 
certained that there was outstanding in- 
surance in the following companies: Bal- 
timore American, $3,000; Eagle, $2,000; 
and the Seaboard Fire & Marine, $4,000. 
However, the Eagle claimed that its pol- 
icy had been delivered to the broker for 
the assured for the purpose of collecting 
the premium thereon, and that the brok- 
er delivered the policy to the assured, 
demanding the premium therefor. The 
Eagle claimed that the assured objected 
to the amount of the premium, and de- 
manded a reduction thereof, and that 
subsequently the broker advised the as- 
sured that the premium must be paid, 
and that thereupon the company claims 
that the assured had advised his broker 
that he did not desire the policy, and 
refused to pay for the same. However, 
the usual notice of cancelation had not 
been sent out by the company, so that 
at the time of the fire the assured still 
had in his possession the Eagle policy. 

Says Policy Was Canceled 

The Seaboard Fire & Marine claimed 
at the trial that the policy had been de- 
livered to the assured’s broker. The 
broker testified at the trial that he had 
written many letters and communicated 
with the assured in order to attempt to 
collect the premium, and that the pre- 
mium not having been paid, he returned 
the policy to the Seaboard Fire & Ma- 
rine several weeks before the fire; and 
the Seaboard claimed that its policy had 
been surrendered for cancelation. 

Before the trial the amount of the loss 
was fixed, determined and agreed upon, 
but the Baltimore American claimed that 
the loss must be apportioned among all 
the companies, and that its proportionate 
share of the liability is three-ninths of 
the loss. The Eagle Fire Company 
claimed that its liability was limited to 
two-ninths of the loss, and that the Sea- 
board was liable for four-ninths of the 
loss. 

The attorneys for the assured took a 
neutral position at the trial and permit- 
ted each of the respective companies to 
submit their contentions to the court and 
jury, and the jury returned a verdict 
directing that the Baltimore American 
pay the full amount of the agreed loss. 

David Goldstein and Alex Davis ap- 
peared as attorneys for the assured. 
Frank N. Crosby appeared for the Bal- 
tmore American; John L. Fletcher for 
the Eagle Fire, and Henry F. Burns for 
the Seaboard Fire & Marine. 





LEON B. HUMPHREY DEAD 

Leon B. Humphrey, 62 years of age, 
assistant secretary of the Orient and 
agency superintendent of the London & 
Lancashire since 1918, died of a cerebral 
heincrrhage at the home of his son in 
Groton, Conn., last week. He had been 
ill since January. Born in Goldsboro, 
N. C, he joined the London & Lan- 
cashire in New York in 1897 and a year 
laier went to Hartford. 


C. M. Hayden, Glens Falls V.-P., 
Observing 25th Anniversary 


Chester M. Hayden, vice-president of 
the Glens Falls and affiliated companies 
in the Mid-West, is this year celebrat- 
ing his twenty-fifth anniversary in the 
business, having risen in that time from 
a minor clerk to executive officer in a 
large group of companies. Mr. Hayden’s 
territory includes supervision over two 
states for the parent company and six 
states for the indemnity company. 

His son, C. James Hayden, student at 
Purdue University, is planning to make 
insurance his career, and this summer he 
is learning the business in the office of 
Seibels, Bruce & Co., Columbia; S. C. 

DISTILLERY CHANGES 
The Kentucky Actuarial Bureau _ re- 


ports that new Sanborn maps are out 
covering corrections on Kentucky dis- 


tilleries, showing new plants and changes 
in old ones. The maps were received 
June 30. As a result of the disastrous 
fire loss on April 28 at the James E. 
Pepper & Co. distillery at Lexington, 
Ky., a Schenley Products Co., New York, 
controlled distillery, some new rules may 
be issued shortly by the Kentucky Ac- 
tuarial Bureau containing penalties un- 
der certain conditions, one of which will 
be using a distillery warehouse for the 
storage of any distillery supplies. Such 
warehouses are constructed merely for 
storage of bulk whiskey in barrels. 





NICHOLS CO. OPENS BRANCH 

The Nichols Co. of Washington, D. C., 
adjusters and investigators for insurance 
companies, have opened a branch at 110 
West Pall Mall Street, Winchester, Va., 
with Herbert L. Jones in charge. He 
has been connected with the Washing- 


ton office for the last seven years. This 
office will solicit claim and loss adjust- 
ments in the northern part of Virginia 
and in parts of Maryland and West Vir- 
ginia. Other branch offices are located 
at Richmond, Va., and Baltimore, Md. 
V. A. Nichols is president of the Nichols 
Co. 





NATIONAL FIRE DIVIDEND 


Directors of the National Fire of 
Hartford recently declared the regular 
quarterly dividend of 50 cents a share, 
paid on July 2 to stockholders of rec- 
ord June 21. 





N. J. FIELD CLUB MEETING 
New Jersey Field Club will meet July 9 
at the Hotel Monterey, Asbury Park. It 
will be only a routine meeting with no 
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Rain Insurance May Readily Be 
Pushed This Season of the Year 


With Gradual Increase of Business, Protection Against Rain 
Hazard Becomes More Essential to Many 


Right through the Summer and Fall 
months, up to the time that cold weather 
prevents further outdoor activities, rain 
insurance is a form of coverage which 
can be sold and should be far more in- 
tensively developed than it has been. An 
intelligent and understandable presenta- 
tion of the technicalities of rain insur- 
ance is offered by G. L. Booker, super- 
intendent, Eastern division of the rain 
and hail department of the Aetna (Fire). 
Writing in a recent issue of the com- 
pany’s publication, The Messenger, he 
says: 

Aggressive agents are ordering rain 
supplies and requesting assistance in the 
planning of a campaign for this premium 
producing type of insurance. The agent 
will be not only performing an economic 
service to his locality, but the direct com- 
missions from this insurance will see the 
son or daughter through college during 
the 1934-35 term. 

Rain insurance does not cover property 
damage but indemnifies for loss of mon- 
ey advanced for expenses or for loss of 
income of events which are dependent on 
favorable weather for success. 

General Rules 

The following rules adopted by the as- 
sociation for conducting rain business 
must be carefully observed and adhered 
to: 

First: No application will be accepted 
unless submitted in the mails to com- 
pany not less than seven days prior to 
the date insurance applied for would take 
effect. 

Second: All business must be submit- 
ted on application blanks furnished for 
such purpose with full information asked 
for. Applications must be signed by the 
applicant. 

Third: No other hazards will be as- 
sumed in connection with rain except 
snow, sleet or hail which when measured 
as rainfall is included without additional 
rate. 

Fourth: No insurance shall be effect- 
ed without company’s approval and no 
binder shall be issued without special au- 
thority from the company. 

Fifth: No business will be accepted 
unless net amount of premium due com- 
pany is remitted with application. 

Sixth: The term of all business writ- 
ten, except events insured under the no 
specific measurement form, shall com- 
mence and end on the hour. 

Seventh: No policy will be issued for 
less than a period of three consecutive 
hours. 

Amount of Insurance 

Eighth: The amount of insurance 
granted must not exceed the amount of 
insurance permitted according to form of 
policy under which insurance is desired. 

Ninth: No policy for any one day on 
continuous events or business shall be 
issued except for a period of consecutive 
hours. 

Events held for a definite period of 
hours at different times on the same day 
at the same location with separate rec- 
ord of income for each specific period 
may be covered as separate events. 

Tenth: No policy shall be altered or 
changed in any particular without special 
authority from the company. 

Eleventh: No credit may be allowed 
the insured. Premium should be collect- 
ed on receipt of application, and no re- 
turn premium will be allowed agent on 
account of non-collection of premium. 

Twelfth: No insured shall be allowed 
to share, either directly or indirectly, in 
agent’s or broker’s commission. 

Thirteenth: The total commission al- 
lowed agents, including brokerage, if 


any, shall be 12%4% and the brokerage 
shall not exceed 10%. 
Measuring Rainfall 
Fourteenth: Where policy provides for 
measurement of rainfall (one-tenth or 


two-tenths inch) the agent must instruct 
the insured to make arrangements with 
the observer named in the policy to as- 
certain the measure of rainfall during 
the period of time covered at the exact 
location of the rain gauge. 

If the policy provides for no specific 
measurement of rainfall, the agent must 
instruct the insured to make arrange- 
ments with three disinterested reputable 
citizens to determine the exact time of 
rainfall, if any, at the place designated 
in the policy where rainfall must occur 
during the period covered by the policy. 

Fifteenth: All losses must be report- 
ed promptly on loss-report blanks fur- 
nished for such purpose, and no loss shall 
be adjusted without specific instructions 
from company. 

Sixteenth: Application should in all 
cases state whether the hours to be cov- 
ered are daylight time or standard time. 

Seventeenth: Rain policies cannot be 
cancelled by either the company or the 
insurance company unless otherwise pro- 
vided by agreement in writing added to 
the policy. 


Forms Available 


Obviously for purposes of rain insur- 
ance the several events do not present 
the same problem. The difference thus 
necessitates the use of different policy 
forms. We now have four policy forms, 
a "*s” oe 

Form A is designed for indoor and 
outdoor events which have an income or 
gross profit expectancy and may be in- 
sured for a definite number of consecu- 
tive hours (not less than three) each 
day against on account of one-tenth inch, 
two-tenths inch or no specific amount 
of rainfall. 

Form B is designed for events which 
have expenses but have no income ex- 
pectancy. The essential provisions of 
this form are that if the event is aban- 
doned or postponed on account of rain- 
fall before the completion of the time 
mentioned in the policy, the company is 
liable for the amount of insurance less 
any salvage or savings. The amount of 
insurance is limited to the fixed charges 
and expenses and-in no event will the 
company be liable unless the event is 
abandoned or postponed. 

Form C is designed for county and 
state fairs and running races, and is is- 
sued to cover only against one-tenth or 
two-tenths inch rainfall. Insurance may 
be granted on fairs and running races 
which have been held at least three con- 
secutive years and at which the appli- 
cants’ proportion of gross income on 
fairs was $5,000 or more and on running 
races was $10,000 or more from the 
sources of income to be covered at the 
last holding of the event on a similar 
date not affected by rainfall. 

Form D is designed for events which 
have expense, income or profit. No in- 
surance under this form shall be granted 
unless the rainfall reading is to be ob- 
tained from a_ self-recording United 
States Government rain gauge in the 
regular weather bureau stations. This 
contract covers during a definite period 
of consecutive hours each day against a 
definite amount of rainfall. 

The company is liable only in case 
rainfall within the period covered equals 
or exceeds the amount specified when 
measured by the designated weather ob- 
server with a recording rain gauge at 
the location provided for in the policy. 





MADE COLLEGE TRUSTEE 

Arthur T. Vanderbilt, former chair- 
man of the board of the Public Fire of 
Newark, has been elected a trustee of 
the Wesleyan University from which in- 
stitution he was graduated in 1910. He 
will serve on the board until October 1, 
1939. 


Plan With Savings Banks 


To Reduce Endorsements 
J. H. Doyle, general counsel of the Na- 
tional Board of Fire Underwriters, last 
week informed member companies of the 
completion of arrangements with the 
Savings Bank Trust Co. whereby the en- 
dorsement of policies will be unnecessary 
when savings banks, whose interest as 
mortgagees are protected by such poli- 
cies, assign the mortgages to the Savings 
sank Trust Co. This step will obviate 
many endorsements and save a lot of 
work for insurance companies. A simi- 
lar arrangement was made with the Re- 
construction Finance Corporation some 
months ago and is working satisfactorily. 
The Savings Bank Trust Co. was organ- 
ized in 1933 as a central banking institu- 
tion to operate in the nature of a co- 
operative institution for the purpose of 
serving mutual savings banks in New 
York in various ways. 





DR. NEUMANN 75 YEARS OLD 


Recently the well-known publisher and 
editor of “Neumann’s Zeitschrift,” the 
leading publication for German private 
insurance and of the “Juristische Rund- 
schau fuer Privatversicherung” (Legal 
Review for Private Insurance) and 
“Neumann’s ee. ~_ private insur- 
ance in Germany,” Jur. Carl Neu- 
mann, passed his Mc fifth birthday. 
Dr. Neumann received on this occasion 
from official places as well as from his 
many readers at home and abroad nu- 
merous expressions of good will and ap- 
preciation for his services for interna- 
tional insurance. 





ADJUSTER GETS JAIL TERM 


Irvin May, an insurance adjuster of 
New York City, on Monday was sen- 
tenced to serve ‘from three to six years 
in Sing Sing on a charge of participat- 
ing in an arson conspiracy to collect in- 
surance. He was involved with Samuel 
Skeblow, confessed torch now awaiting 
sentence, who has aided the police au- 
thorities considerably in arresting and 
convicting crooked assureds and ad- 
justers. 


Paul B. Sommers Honored 
By the National Board 


Paul B. Sommers, vice-president of the 
American of Newark, ‘was last week 
unanimously elected chairman of the ex- 
ecutive committee of the National Board 
of Fire Underwriters. He succeeds Ber- 
nard M. Culver, president of the Ameri- 
ca Fore group, who became treasurer of 
the National Board in May. Mr. Som- 
mers is a man who has gained distinc- 
tion in..fire insurance by his many 
achievements and his selection as chair- 
man of this important committee of the 
National Board reflects full confidence 
in his judgment and decisions. He has 
been active as chairman of the commit- 
tee on adjustments for the last two years 
and as chairman of a standing commit- 
tec he is ex-officio a member of the ex- 
ecutive committee. 





HERBERT C. TAYLOR INN. Y. 

Herbert C. Taylor, state agent of the 
Home of New York group for Virginia, 
came to New York recently to spend 
the next two months in the home office 
of the Home. He will substitute in the 
loss department during that period. In 
his absence, work in the Virginia field 
will be supervised by Hunter M. Gib- 
bons and Robert F. Rushin, special 
agents for the Home group in that ter- 
ritory. Mr. Taylor is a brother of 
Charles G. Taylor, Jr., third vice-presi- 
dent of the Metropolitan Life. 


ARREST UNLICENSED ADJUSTER 

The Insurance Department of Penn- 
sylvania, through H. R. Teitrick, chief 
of the Division of Agents and Brokers, 
caused the arrest of John J. Barni, who 
conducts an insurance business at Sha- 
mokin, Pa., for acting as a public ad- 
juster without a license. The informa- 
tion was made before Magistrate Wil- 
liam D. Coulton of Shamokin, who held 
Barni under $500 bail for September 
term. 


HANOVER FIRE DIVIDEND 
The Hanover Fire has declared the 
regular quarterly dividend of 40 cents a 
share, payable July 2 to stockholders of 
record June 18. 











New Book is First to Give Low-Down 
On British Insurance Funds 


Few people in Great Britain, whether 
insurance officials, policyholders, or 
others, possess any real knowledge of 
just where the funds of insurance offices 
come from, how they are invested, or 
why they are necessary. 

Therefore, the London School of Econ- 
omics, in authorizing the publication of 
a book entitled, “Insurance Funds and 
a Investment,” by F. W. Paish and 
G. L. Schwartz, is sponsoring a publica- 
= ‘to fill this important gap in gen- 
eral knowledge. This volume would 
seem to be the first to describe, in sim- 
ple non-technical English, the origin of 
the immense funds (amounting to over 
£1,400,000,000—$7,000,000,000) of the Brit- 
ish insurance offices and the principles 
governing the investment of the greater 
portion of this huge sum. 

Subject Handled in Lucid Manner 

The authors have handled an intensely 
interesting but complicated subject in a 
particularly lucid manner. In the first 
place, they show how these funds arise— 
how reserves are built up for distant con- 
tingencies; how the premiums for en- 
dowment policies are dealt with so that 
the investor will be pleased with his bar- 
gain; how mortality tables guide invest- 
ment of temporary surpluses; and what 
portion of an annuity fund may be in- 
vested and for how long. 

There is an illuminating description of 
the course of investments over an ex- 
tended period, and the investment of 
both British and American offices is sur- 
veyed. For those that live in a chang- 
ing world the safe investment of over 


seven billion dollars is no light problem. 
The stalwarts of old can no longer be 
relied upon, and vital changes in the 
world’s financial situation may occur any 
day. 

An insurance office investing in British 
Consols forty years ago (when they av- 
eraged £110) would have lost half its 
funds in twenty years. But, in spite of 
the demands for security first, the insur- 
ance offices in pre-war days did not favor 
British Government securities, because 
they were subject to inconvenient fluctu- 
ations in value. The actual proportion 
held in 1913 (taking twelve representative 
offices) was only 144% of the total in- 


vestments. 
Since the War 

Since the war, however, the position 
has entirely changed. A _ redeemable 
Government security with a relatively 
high yield is now an attractive invest- 
ment for an insurance office, and the 
great increase in the post-war holding of 
gilt-edged securities by British compa- 
nies (which had risen to 24% in 1932) 
is easily accounted for. 

he reverse process has taken place 

in the United States, where the low 
yields on Government bonds has brought 
the percentage held by American offices 
down to about 2% of their total assets. 

In these troubled days of currency ex- 
periments and adventures in economics, 
the history of insurance investments dur- 
ing the past forty years set down in this 
book cannot fail to prove attractive read- 
ing for anyone even remotely interested 
in insurance. 
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Structural Information On Cities 


Provided By Dep’t of Commerce 


The Department of Commerce at 
Washington is making a real property 
inventory in many cities of the country. 
Two of the latest reports deal with Okla- 
homa City and Richmond, Va. Extracts 
from the reports follow: 

Of the total 40,093 residential struc- 
tures in Oklahoma City, 42.5% are listed 
as being in good condition. Minor re- 
pairs are needed in 41% of the total 
number and 14% require structural re- 
pairs. Taking into consideration the 
local standards of living, the enumerators 
reported 2% as being unfit for habita- 
tion. baie ; 

Wood is the chief building material, 
78% being of that construction. Brick 
ranks second in use with a percentage of 
18.9%. Reports show that 70%, or 
28,044 dwellings, have garages with a car 
capacity of 39,301 cars, there being 32,908 
automobiles reported by the residents 
covered by this survey. 

Richmond, Va. 


Representatives of the inventory sur- 
veyed 41,201 housing structures in the 
Richmond area. Hotels, clubs and 
rooming houses were not included in the 
study. The residential structures enu- 
merated, exclusive of summer cottages, 
provide dwelling space for 54,957 family 
units. The houses of Richmond are 
built chiefly of wood and brick, wood 
being the chief construction material re- 
ported in 24,298 structures and brick in 
12,812 structures. The higher  per- 
centage of brick structures distinguishes 
Richmond from many of its sister cities 
in the South. 

The enumerators reported 17,650 of 
Richmond’s residential structures as 
needing minor repairs, 6,843 as requiring 
major repairs and 758 in such condition 
that they should not be used for human 
dwellings. While suggesting local con- 
tracting possibilities, the percentages for 
these items do not differ greatly from 
the averages disclosed in the cities so 
far tabulated in the inventory. 

Knoxville, Tenn. 


In the twenty-five years previous to 
1924, the average number of buildings 
put up im Knoxville each year was 671, 
and from 1924 to 1929, the average was 
nearly 1,100 per year. However, since 
1929, construction has fallen off, result- 
ing in an average of less than 400 homes 
per year. Only 64% of the 29,188 re- 
ported structures in Knoxville were 
built during the last five years. 

Frame houses predominate. Ninety- 
one per cent of the structures are made 
of wood and 6% of brick. Other materi- 
als are utilized as the principal building 


materials in a very small portion of the 
structures. 
Racine, Wis. 

Nearly three-fourths of the 15,565 resi- 
dential structures reported were found to 
be single-family dwellings. Thirty-seven 
per cent of the total number of struc- 
tures are reported to be in good condi- 
tion, 44% are in need of minor repairs 
and 18% in need of structural repairs. 
One hundred and ninety-four structures 
were reported to be unfit for habitation. 
Twenty-five per cent of the buildings 
were said to have been constructed 
within the past ten years. Wood was 
the principal building material; 85% of 
the houses being of frame construction. 
As has been found in many cities pre- 
viously tabulated, brick ranks second in 
use as a building material. 

Binghamton, N. Y. 


Though Binghamton is a very old cen- 
ter, it has apparently been completely 
renovated. The past twenty years, for 
example, have seen a large amount of 
modern development. Over 50% of ex- 
isting residences in Binghamton have 
been built within that period of time, and 
only 10% have been standing for fifty 
years or more. This relative newness of 
Binghamton’s homes is reflected in the 
generally excellent condition reported for 
residential buildings of the area. The 
enumerators, judging by local standards 
reported that 92% of the residential 
structures in Binghamton needed no re- 
pairs at all, or repairs of merely a minor 
character. In the opinion of the enume- 
rators only seventy-nine dwellings could 
be regarded as uninhabitable. 

Erie, Pa. 

Less residential construction is record- 
ed for Erie during the past five years 
than for any equal period since the one 
beginning with 1909. However, 40% of 
existing dwellings were built between 
1914 and 1929, and only about 30% of 
the houses have an age of more than 
thirty-five years. 

Based on local standards, the enume- 
rators who recorded the data for Erie 
reported 11,566 buildings as in good con- 
dition and 13,401 as in need of some re- 
pairs. In only about 11% of the struc- 
tures the repairs required were said to 
be of a major character. The enumera- 
tors further reported 190 dwellings as 
unfit for use. 

Des Moines, Iowa 

Local enumerators, basing their deci- 
sions on the standards of their commun- 
ity, reported 63% of the houses as being 
in need of some repairs. However, in 
only 17% of the structures was it con- 
sidered that structural repairs were 
needed. The enumerators described 722 
houses as unfit for human habitation. 





Appetites & Thirsts 


Right-Royally Treated 
at the friendly, cozy 


Golden Hill 


RESTAURANT 
at Fulton and William Streets 








C) NE of the pleasantest “breaks” in the day in the down- 
town insurance district is a meal or a drink at Childs Golden 
Hill. Here you relax in congenial surroundings, with con- 
genial company . . . happy accompaniments to the tempting 
food, mellow liquors, choice wines and perfect service. 
Whether you gather informally in the cheerful Colonial Room 

. . Semi-private rooms . . . or at the Lunch Counter . . . when 
thirst or appetite call, Childs Golden Hill is always a soul- 
satisfying answer! Childs Usual Modest Prices 








Underwriters Ass’n To 
Meet in Syracuse Tuesday 


The summer meeting of the Under- 
writers Association of New York will 
be held at the Hotel Onondaga in Syra- 
cuse next Tuesday morning, July 10. The 
executive committee will hold a meeting 
on Monday afternoon. The Empire 
State Pond of the Blue Goose will meet 
Tuesday afternoon, following the asso- 
ciation meeting, at the Bellevue Country 
Club, Syracuse. There will be a golf 
tournament followed by a dinner in the 
evening. 





AGRICULTURAL DIVIDEND 


The regular quarterly dividend of the 
Agricultural of Watertown, N. Y., was 
declared at the last directors’ meeting. 
The dividend is for 65 cents a share, pay- 
able on July 2 to shareholders of record 
on June 26. 


BOARD COMPANIES WITHDRAW 


Several board companies have with- 
drawn from the office of Walker, Mosby 
& Calvert, local agency of Lynchburg 
Va., as a result of the agency taking on 
recently representation of the Pearl of 
London and Merchants of New York, 
both non-board companies. Other board 
companies are planning also to with- 
draw, it is understood. The agency. is 
one of the oldest in that city, having 
been in operation more than forty years. 





LONDON BRIDGE INSURANCE 

Demolition work on Waterloo Bridge, 
one of the most famous structures span- 
ning the Thames in London, has com- 
menced. The temporary iron bridge is 
remaining open. Chairman G. R. Strauss 
of the highways committee of the Lon- 
don County Council states that insur- 
ance against unforeseen damage by the 
demolition work has been taken out on 
a big scale. Chairman Strauss says that 
the Council was able to obtain this cover 
on favorable terms. 





Wine, Dine . . . and DANCE at 


Gh SPANISH GARDEN 


12 EAST 59th STREET 
Music by DON ALFREDO and his 
famous 


BLUE AND WHITE MARIMBA BAND 


Dancing Daily and Sunday, 4 to 9 P. M.... 11 P. M. to 1 A. M. 


NO MINIMUM CHECK NO COVER CHARGE 
~ * * 


Also Dancing Daily and Sunday at 
CHILDS RESTAURANT, Paramount Bldg.. BROADWAY AT 43RD 











THE NATION’S HOST FROM COAST TO COAST 
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Barge Owner Held Not Covered 
By Charterer’s Legal Liability Risk 


Lowery, canal steamer and barge own- 
er, sued the Connecticut Fire to recover 
$9,570 he paid in settling a suit by the 
owner of a grain cargo in a barge sunk 
by striking a bridge abutment on the 
way from Buffalo to New York. Lowery 
had chartered the steamer and barges to 
Hedger Transportation Co., the charterer 
agreeing to obtain insurance to cover 
legal liability of Lowery. 

The policy obtained was an open pol- 
icy covering the “Hedger & Co. and/or 
Hedzer Transportation Co., for account 
of whom it may concern,” as requested 
in the transportation company’s declara- 
tion to the insurance company which also 
stated “Loss payable to assured or order 
on carrier’s legal liability on account of 
cargoes of wheat, Buffalo to New York,” 
on named barges. The premium paid 
was for legal lilability only. Most of 
the clauses related to cargo insurance; 
two clauses only, 28 and 36, referred to 
legal liability. f 

Reversing decree for Lowery in the 
Federal District Court for eastern New 
York (5 F. Supp. 325) the Second Circuit 
Court of Appeals holds, 70 Fed. (2d) 324, 
that Lowery’s legal liability to the grain 
company for loss of its grain was not 
insured by the Connecticut Fire. 

The risk on this particular shipment, 
the court said, was confined by the 
declaration and premium to legal liability. 
There was no insurance of the cargo; 


had there been, Lowery would doubtless 
have been protected. 

The legal lilability Lowery was assert- 
ing to have been insured, however, was 
not Hedger’s but his own, the court said. 
That might have been insured either by 
himself or by Hedger, and the latter was 
indeed under a contractual duty by char- 
ter to obtain insurance covering Low- 
ery’s legal liability. But the question 
was whether the policy Hedger obtained 
did cover it. The Circuit Court of Ap- 
peais thought it could not be so con- 
strued. Clause 28 covered “legal liability 
of the assured as owners, operators, 
charterers, carriers,” etc. Clause 36 de- 
fined who was meant by “the assured.” 

The first sentence thereof declared 
that the term includes cargo owners in 
case cargo is insured under the policy; 
the second sentence declared that in case 
of legal liability coverage, “the term ‘in- 
sured’ shall be deemed to mean and to 
refer to and include the corporation or 
corporations named herein as parties 
hereto”; that is, the Hedger corporations. 
This clause, the court said, would be 
wholly futile unless it was ‘intended to 
confine legal liability coverage to the 
named corporations. 

By so confining it and by limiting the 
words “for whom it may concern” to 
cargo coverage, both clauses were given 
a legitimate purpose and bearing. To 
extend the “for whom” clause so as to 
include Lowery as well as the Hedger 
corporations the court thought would 
leave out of the policy clause 36. And 
all the terms of a contract must, if pos- 
sible, be harmonized and given effect. 





Inland Marine Book 


(Continued from Page 22) 


not been fully conversant with purely 
transportation problems. 
Jewelry, fur, furriers’ customers, con- 


tractors, salesmen, personal effects, the- 
atrical, jewelers’ block, fine arts, inn- 
keepers’ liability, dyers’, bleachers’ and 


other floater policies and conditions are 
freely discussed. 
Hazards of Shipments 

This book explains in detail the appli- 
cation of insurance to transportation 
conditions. It also discusses the mishaps 
to which a merchant’s goods are subject 
while in transit, where the carrier is li- 
able and to what extent, as well as when 
there is no liability. It recites the evo- 
lution of common carrier liability. It ex- 
plains the importance of the Interstate 
Commerce Act governing the movement 
of freight carried by agencies subject to 
the act, as well as the method of classi- 
fying merchandise for rate purposes and 
the compilation of freight, baggage and 
express traffic. It shows the distinction 
between transportation companies sub- 
ject to Federal and state regulations and 
those which are not subject to these reg- 
ulations. The book shows the distinc- 
tion between the several types of motor 
carriers, i. €., common, private and con- 
tract carriers, and the extent of liability 
assumed by each. 

The author has divided all types of 
inland marine insurance business into 
two classes—(1) merchandise in transit 
where the risk is wholly that of trans- 
portation, and (2) that class in which 
transportation is but a part of the risk, 
as is true of goods shipped to processors 
where something is added and in such 
cases other risks are assumed by the 
underwriters. (The second class includes 
insurance on jewelry, personal effects, 
salesman’s samples, silk, cotton, woolen 
and other commodity processing, etc.) 
Although other risks are involved there 


is also present the possibility of loss dur- 
ing transit. 

Here are a few of the subjects dis- 
cussed: 


Part I 


Evolution of common carrier liability: 
The Interstate Commerce Act: 
Jurisdiction of Interstate Commerce Com- 
mission. 
Carmack Amendment. 
First and second Cummins Amendments. 
Interstate Commerce Commission decisions. 
Bills of Lading Act: 
Negotiable and non-negotiable bills of lad- 
ing. 
The tariffs: 
Freight, baggage, express classifications. 
Articles subject to special liability. 
Motor carriers, common, private and contract. 
Limitations of liability. 
Motor carrier commission brokers, 
Carloading and package consolidating com- 
panies. 
Railroad and industry side track agreements: 
Possibility of conflict with transit policies. 
Master car builders rules: 
Liability of carriers for damage to equip- 





ment of others. 

Notes on carrier liability. 

Liability of carrier as warehouseman, 

F. O. B. shipments, title to the property, etc. 

Measure of damages. 

Water carriers. 

Penalties for misclassification of freight, false 
claims, etc. 

Loss adjustments for insurer on transit claims. 

Value of transit policies. 

Possibilities of further development of transit 
insurance. 


Part II 


Inland marine policies: 

Various transit forms. 

Importance of certain warranties. 

States requiring indemnification of 
carriers. 

State endorsements on policies. 

Caution to underwriters. 

Various bailee coverages. 

All other inland marine coverages. 

Policy conditions, with legal decisions and 
other comments, 

Proofs of loss, documents required, etc. 

Co-insurance and distribution clauses. 

History of excess clause and its importance 
in inland marine policies. 

Application forms all classes of inland ma- 
rine coverages. 

Forms required in the adjustment of losses, 
both as to carriers and insurers. 


POSTPONE ATLANTIQUE APPEAL 


motor 








Will Come Up Again on November 2; 
Underwriters Seeking Cause of 
Ship Fire 
The appeal that is being instituted by 
the British, French, American and Ger- 
man underwriters against the decision 
of the Commercial Court of Paris, which 
gave judgment on January 22 holding 
them liable in respect to the total loss 
of the French liner L’Atlantique was 
mentioned in the Court of Appeal in 
Paris recently and the hearing was post- 

poned until November 2 next. 

The vessel was burned on January 4, 
1933, while bound from the mouth of the 
Gironde to Le Havre for overhaul. The 
vessel was taken into Cherbourg. 

It was stated that on the hearing of 
the appeal the underwriters would be 
able to raise every question in issue and 
that in addition to contesting the deci- 
sion of the Lower Court regarding the 
feasibility and cost of repairs, they 
would ask the court to consider all the 
circumstances of the loss and to decide 
that they were under no liability what- 
ever. 

A new development is the participa- 
lion of the underwriters in the inquiry, 
which is still proceeding at Bordeaux 
before the examining magistrate, into the 
cause of the fire. 


LIMITATION PERIOD DECISION 


Federal Court Holds Claims Period Be- 
gins When Damage Occurs, Not 
After Salvage Operations 
Suits were brought by the corporation 
of the Royal Exchange Assurance 
against the United States and the Fleet 
Corporation under the 1932 Amendment 
to the Suits in Admiralty Act for cargo 
loss of 480 barrels of wine and 3,833 
pieces of lumber shipped on the S. S. 
West Aleta on bills of lading from San 
Francisco to Cardiff, Wales. Instead of 
putting into Cardiff, the West Aleta pro- 
ceeded through the English Channel for 
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Hamburg and stranded on February 12, 
1920, on Terschelling Island. Some of the 
cargo was salved but none of the wine 
and lumber involved in these suits. 

The salvage operations were not com- 
pleted until July 15, 1920. The United 
States contended that the libelant’s 
claims “first accrued” on February 12, 
1920, the date of stranding, and were 
barred by limitations on February 12, 
1926, or five days before suit was first 
commenced for these claims on Febru- 
ary 17, 1926. The libelant contended that 
the limitation period did not commence 
to run on the claims until the salvage 
operations were completed, and after it 
was established that delivery could not 
be made as required by the bills of 
lading. 

A claim first accrues against the 
United States within the meaning of the 
statute when a suit may first be brought 
against it, the Federal District Court for 
southern New York held. And when the 
vessel stranded on February 12, 1920, and 
as a result the cargo became damaged, 
claims for loss immediately accrued in 
favor of the damage owners, even al- 
though the amount and extent of the 
damage could not be definitely ascer- 
tained until the termination of the sal- 
vage operations. Exceptions to the libels 
were sustained. 


NEW DANISH CONVENTION 








Marine Underwriters There Adopt New 
Set of Underwriting Conditions, 
Replacing Convention of 1850 
Danish marine underwriters recently 
adopted the new marine insurance con- 
vention, which formally states the prin- 
ciples of marine insurance on which their 
business will be based in the future. It 
replaces the old convention of April 2, 
1850, which formed the basis of the ac- 
tivities of the oldest—now liquidated— 
Danish marine insurance company, the 
Roval Chartered Marine Insurance Co. 
According to the “Review” the text of 
the marine insurance policies of the four 
oldest marine insurance companies in 
Denmark, which contains frequent ref>r- 
ences to the Convention of 1850, has 
formed the basis of Danish marine insur- 
ance and was known as the Copenhagen 
Conditions. The revised convention brings 
the underwriting conditions into line 
with the new law on policy conditions of 
1930, so far as it applies to marine insur- 
ance. It has been based mainly upon 
the Norwegian plan of 1930 and is con- 
siderably more favorable to the insured 

than the old convention, 





Greek Salvage Monopoly 
May Soon Be Approved 


Reports from Europe are that a bill 
is being pushed for passage now in the 
Greek parliament to create a monopoly 
of salvage by Greek ships in Greek wa- 
ters. The basic principle of the pro- 
posed law is to reserve all towage and 
salvage services in Greek waters to tugs 
and salvage vessels of Greek nationality 
but the bill does not apparently define 
the status of foreign salvage vessels. 
Turkey also has a monopoly in Turkish 
waters but there the salvage monopoly 
is vested in an individual concern in 
which the government is largely inter- 
ested. Neither foreign marine under- 
writers nor Greek shipowners are in fa- 
vor of this new measure. If the bill is 
passed there is considerable likelihood 
of marine rates on Greek ships and car- 
goes being increased. 


John R. Warren Dies; 
With Frank B. Hall & Co. 


John R. Warren, vice-president and 
director of Frank B. Hall & Co., Inc., 
of New York, well-known marine insur- 
ance brokers and average adjusters, died 
Sunday at his home in Leonia, N. J. He 
was 62 years of age and had been in 
insurance for many years. Born in Phil- 
adelphia Mr. Warren was graduated from 
Temple University there. He entered 
insurance there and later came to New 
York. Surviving are his widow, a son 
and a daughter. 
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CASUALTY AND SURETY 


Hervey J: Drake Gives Closeup View 
Of U.S. Activities of London Lloyds 


C. & S. Ass’n Attorney Urges United Action of Producers, 
Companies and Commissioners Here to Curb Unauthorized 
Insurance; Encouraged Over Progress on Neely Bill 


The entire problem of unauthorized in- 
surers and particularly London Lloyds 
was gone into vigorously by Hervey J. 
Drake, attorney, Association of Casualty 
& Surety Executives, in a recent address 
made before the annual convention of 
the Insurance Federation of Ohio. Mr. 
Drake is well qualified to view this sit- 


uation from all angles, having given it 
much of his legislative attention during 
the past few months. He also talked on 


Federal Deposit Insurance Corporation 
within one year after the passage of this 
act shall obtain all bonds indemnifying 
the association or institution against 
misfeasance by its officers or employes, 
or against theft, burglary, larceny or 
other misappropriation or loss of the 
funds of such association or institution, 
from insurance or bonding companies 
duly qualified by the state in which such 
association or institution is located to do 
business therein.” 

The Senate hearing on the Neely bill, 





ber 31, 1933. 
London in Chicago. 





$311,474. 


surety claims were listed. 


total income as reported. 





Lloyds’ Illinois Report Made Public 


For the first time publicity is given to a detailed report of the financial 
operations in the United States of Underwriters at Lloyds. 
is based on Illinois operations and was received by the Department of In- 
surance at Springfield, Ill, on March 1, 1934, for the year ended Decem- 
It came from John B. Lord, attorney-in-fact for Lloyds of 


The report itself is a booklet about twenty-four pages long. On page 2 
there is a list of several hundred names of underwriters and signing agents 
while page 3 has a notice upon it to the effect that if any individual died 
or withdrew it wonld be shown in “Lloyds Underwriting Syndicates, 1933,” 

heretofore filed with the Insurance Department. 

Total 1933 premium receipts reported by Underwriters at Lloyds in 
Illinois, according to the report, were $358,446, covering fire ($30,766), 
health and accident ($2,012), liability and compensation ($48,853), fidelity 
and surety ($190,332), and miscellaneous ($86,480). 
During the year $294,287 was received from London while the 
remittance to London at the year-end was $256,536. 
the report was $87,066. Under liabilities $163,905 in unpaid fidelity and 


An interesting feature is that on its 1933 Illinois business the report 
indicates that London Lloyds was $95,943 “in the red.” 

Referring to the report an Illinois state official said: 
know the only audit made on London Lloyds here has been to see that 
the statements as turned in are correct. 
Neither have they ary way of verifying the 
financial responsibility of the individual underwriters, except that they 
are all supposed to have deposited at least 5,000 pounds in London banks. 

“The only thing we have to come and go on definitely is the $250,000 
deposit in the Continental Illinois National Bank & Trust Co. at Chicago. 
| We are unable to determine the terms or conditions of that deposit.” 


This report 


Losses paid totaled 


The 1933 balance in 


“So far as I 


There is no way of verifying the 








the same subject before the International 
Association of Insurance Counsel last 
year. He is chairman of a London 
Lloyds committee of the Counsel in ad- 
dition to being head of its central legisla- 
tive committee. 

It is well known that considerable 
pressure was brought to bear on London 
unauthorized activities in the 
United States during the past year. 
Faced with the loss of large blanket 
bond lines American sureties have co- 


operated with one another in aiding the 
passage of legislation which would curb 
what they considered Lloyds’ unfair 
competition. 


Lloyds 


Neely Bill Progress 


The Neely bill in Congress, for exam- 
ple, was endorsed by the Senate Judici- 
ary Committee and favorably reported 
out of committee. This bill, although op- 
posed by the American Bankers Asso- 
ciation, won much support elsewhere. It 
is expected that some definite legislation 
will be passed in the next Congress as a 
result of this session’s activity on the 
Neely bill which in its final amended 
form read as follows: 

“That hereafter every national banking 
association and/or every institution 
which is or becomes a member of the 


one of the high spots of the year, and 
attended by many prominent surety ex- 
ecutives, was referred to in the follow- 
ing fashion by Mr. Drake: 


“T would like to refer briefly to the 
arguments presented by the representa- 
tives of the American Bankers Associa- 
tion and some of our large banks at the 
hearing on U. S. Senate Bill 2915 by 
Senator Neely, to require national banks 
to place bonds with companies licensed 
in the states where the banks are lo- 
cated. Their arguments in opposition to 
this bill were that a law requiring banks 
to place their bonds with companies li- 
censed to transact business in the states 
in which the banks are located, first, 
would create a monopoly of authorized 
companies with resultant skyrocketing of 
rates which would be ruinous to the 
banks: second, would prevent banks 
from obtaining as broad coverage as 
they can obtain from Lloyds; third, au- 
thorized companies would have to rein- 
sure a large part of the business with 
Llovds; fourth. Lloyds does not want to 
be licensed in New York State and some 
other states as other alien insurers have 
been, because of the restrictions con- 
tained in their laws. 

“Fifth, the argument that no author- 
ized company is financially able to issue 
as large bonds or pay as large losses as 


(Continued on Page 38) 
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2-Day Occupational 
Disease Conference 


SPONSORED BY NAT’L BUREAU 





100 Home Office Men Get Benefit of 
Viewpoints of Experts on Silicosis 
and Other Problems 





The National Bureau of Casualty & 
Surety Underwriters carried on, during 
Thursday and Friday of last week, one 
of the most interesting and significant 
events in its history, a conference on oc- 
cupational disease, with particular em- 
phasis on silicosis. For these two days 
from ten o’clock in the morning till late 
in the afternoon, an audience of from 
eighty to one hundred home office claim 
men, medical men and engineers heard 
national and international authorities on 
silicosis and other occupational diseases 
discuss the problems that are involved 
from the standpoint of diagnosis, treat- 
ment and prevention, together with the 
equally difficult problem of dealing with 
the claim situation and finding a satis- 
factory way of providing compensation 
for the worker. 

The conference originated in the de- 
sire of General Manager James A. Beha 
to pass on to the company members of 
the Bureau the information that had 
been acquired by members of the Bureau 
staff and of the companies who were in 
attendance at the recent conference on 
silicosis at Saranac, conducted by the 
Edward L. Trudeau Foundation. The 
plan, however, was amplified by the ad- 
dition of other speakers representing the 
best modern knowledge on the subject. 
Friday noon those in attendance were 
taken in buses to the plant of the Kelley- 
Atwell Corp. at Long Isiand City where 
dust removing rock-drilling machinery 
was in operation and where a buffet 
luncheon was served. 

The result of the whole undertaking 
was the presentation of the occupational 
disease problem and the silicosis prob- 
lem in particular, in such a fundamental, 
authoritative and yet popular way as to 
be extremely illuminating and valuable. 
The conference was particularly signifi- 
cant as marking a definite step in ad- 
vance in the development of the techni- 
cal side of the casualty insurance busi- 
ness. The sessions were presided over 
by Albert W. Whitney, associate gen- 
eral manager of the Bureau. 

Dr. Lanza’s Co-operation Appreciated 


The success of the conference, while 
largely due to the excellent contributions 
made by the representatives of the mem- 
ber companies and the Bureau staff, was 
also largely due to the co-operation of 
the New York Tuberculosis & Health 
Association in helping in the organiza- 
tion of the program and to the co-opera- 
tion of Dr. A. J. Lanza of the Metro- 
politan Life, the outstanding national 
authority on silicosis, as well as the other 
distinguished speakers. 

The program in detail was as follows: 
The first speaker was Dr. R. N. Gray, 


surgical director, Aetna Life, who gave 
a comprehensive presentation of the sub- 
ject of silicosis, its cause and control. 
He was followed by Dr. A. D. Lazenby, 
chief surgeon, Maryland Casualty, who 
discussed the clinical aspects of silicosis. 
Both Dr. Gray and Dr. Lazenby were 
at the Trudeau conference and their ad- 
dresses covered the outstanding features 
of that conference. 

Dr. J. A. Goldberg, secretary, indus- 
trial hygiene committee, New York Tu- 
berculosis & Health Association, follow- 
ed with an account of the work done by 
his committee in the occupational disease 
field in New York City during the last 
few years. He referred particularly to 
the more recent work which has been 
done very largely in co-operation with 
the National Bureau. 

Dr. Henry H. Kessler of New Jersey, 
who has had a wide experience in the 
industrial accident field, and particularly 
with regard to the silicosis situation, next 
gave a paper on the silicosis situation in 
general and wth particular reference to 
his experience in New Jersey. 

The next speaker was Dr. J. B. Am- 
berson, Jr., head of the department of 
pulmonary chest diseases of Bellevue 
Hospital, who showed a series of films 
and discussed them in detail in connec- 
tion with an address on the X-ray diag- 
nosis for silicosis. : 


Deckelman Heads Ass'n. Committee 


On Friday the first paper was by Dr. 
Lanza of the Metropolitan Life, who 
gave a general discussion of the nature 
of dust diseases of the lungs. The next 
two speakers were also from the Metro- 
politan Life: Dr. W. J. McConnell gave 
an address on asbestosis and P. : 
Petrich an address on the sampling and 
counting of dust, which was illustrated 
by means of machinery which had been 
brought in. 

After the return of the party from 
seeing the dust removing rock-drilling 
demonstration in Long Island City, 
Charles Deckelman, manager, claim de- 
partment, Travelers Insurance Co. and 
chairman of the committee on occupa- 
tional diseases of the Association of Cas- 
ualty & Surety Executives, gave an ex- 
cellent discussion of the claim and leeal 
situation as respects occupational dis- 
eases, an address that was comprehen- 
sive, understandable and sympathetic. 
He cited numerous decisions illustrating 
the tendency of the courts to expand 
the compensation field. Mr. Deckelman 
spoke also of the work that is being done 
by his committee. 

As there is very little that can be done 
of a remedial nature with regard to sili- 
cosis and most of the other occupational 
diseases, the last paper by Wesley M 
Graff, director, safety engineering di- 
vision of the National Bureau, had a 
peculiar significance for it dealt with 
engineering methods for prevention. Mr 
Graff discussed from all angles the pre- 
ventive possibilities and his talk formed 
a particularly suitable and practical close 
for what had proved to be a most suc- 
cessful and worthwhile occasion. 
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W.G. Cowles, Pioneer Casualty Leader 
Rounds Out 50th Year With Travelers 


His Activities Have Included Serving as James G. Batterson’s 


Private Secretary; Drafting Early Auto, Compensation 
and Airplane Insurance Policies; Organized 
Travelers Radio Station 


A half century of service in one com- 
pany, constituting a career replete with 
more varied and significant acomplish- 
ments than have been achieved by al- 
most any other contemporary figure in 
the insurance business, was completed 
July 1 by Walter G. Cowles, vice-presi- 
dent of the Travelers, who is nearing the 
threshold of his eightieth year. 

Mr. Cowles’ fifty years in insurance 
have included such diversified activities 
as serving as private secretary to the 
founder of America’s first accident in- 
surance company, riding the plains of 
Kansas and Colorado during the ’eighties 
as a mortgage loan expert, devising the 
first automobile insurance policy on rec- 
ord and also the first airplane insur- 
ance contract, drafting America’s first 
workmen’s compensation insurance con- 
tracts, and the organization of one of the 
world’s first 50,000 watt radio stations. 


For 55 Years Conn. Bar Member 

His early education was obtained in 
the public schools of Hartford, where 
he has lived since he was two years of 
age. He was graduated from Yale Uni- 
versity, where he studied law, in 1879, 
and in that year was admitted to the 
Connecticut Bar, of which he has been 
a member fifty-five years. 

Mr. Cowles’ introduction to the insur- 
ance business took place in 1883, when 
he became personal secretary to James 
G. Batterson, founder and first presi- 
dent of the Travelers. The company’s 
home office at that time was a two-story 
frame structure which housed a person- 
nel of twenty-six employes and three ex- 
ecutive officers. It was during his sec- 
retaryship to Mr. Batterson that’ Mr. 
Cowles bought the first typewriter and 
ordered the installation of the first tele- 
phone used by the Travelers. It was 
one of the first telephones used in a bus- 
iness office. 

Parenthetically, one of the first in- 
stances of a business transaction being 
effected by telephone took place in Brad- 
ford, Ont., in 1876, when Alexander Gra- 
ham Bell, inventor of the telephone, or- 
dered a Travelers accident insurance pol- 
icy from a Travelers agent in Brandt- 
ford, four miles distant from Bradford. 

On July 1, 1884, Mr. Cowles, who had 
tried several legal cases in Mr. Batter- 
son’s behalf, was transferred to the com- 
pany proper with the title of attorney of 
the mortgage loan department. Before a 
vear had elapsed, however, he was sent 
into the West, there to administer mort- 
gage loans in Kansas and Colorado. For 
nearly ten years the young attorney rode 
the western plains, using Abilene, Kan., 
and the then wild and woolly town of 
Denver as his headquarters. 

Meanwhile Mr. Batterson had been or- 
ganizing a liability department in the 
Travelers. In 1889 he had written the 
first liability insurance policy, thereby 
distinguishing the Travelers as the first 
life underwriting organization to issue a 
liability contract. This phase of the bus- 
iness had progressed to such an extent 


that in 1894 Mr. Batterson summoned 
his former personal secretary back to 
Hartford to take charge of the adjust- 


ment of claims 
His Leadership in Liability Field 
Mr. Cowles, who has always been in- 
terested in mechanics, began an inten- 
sive study of machinery and the hazards 
attendant upon its use. With the title of 
attorney, he assumed the leadership of 


the liability claims department, which at 
consisted of two clerks and a 
premiums then 


that time 


stenographer. Liability 








G. COWLES 


amounted to only about $250,000 annual- 
ly and claim adjustment was little more 
than a one-man job. Under Mr. Cowles’ 
direction, however, liability insurance 
soon became one of the Travelers’ major 
lines, and in 1904 he was appointed sec- 
retary of the department. 

Thus for nearly forty years he has 
been an authority on liability insurance. 
During this period he has devised many 
policy contracts, manuals and methods of 
procedure that have become part of the 
standard practice of organizations which 
underwrite liability coverage. 

In the summer of 1899 the always pro- 
gressive Mr. Cowles bought himself an 
automobile, thereby becoming one of the 
few persons in the country to own a 
“horseless carriage.” His purchase was 
made within less than five years after 
the historic July 4 on which Elwood 
Haynes first publicly demonstrated his 
awe-inspiring invention. 

The automobile was then little more 
than a feature attraction of circus pa- 
rades and state fairs, but Mr. Cowles 
foresaw its great future and perceived 
in it a need for a new form of insurance 
protection. Accordingly in 1901 he pre- 
pared and issued the first automobile lia- 
bility insurance policy in history, al- 
though he had written, in 1898, a “rider” 
policy designed to cover automobiles on 
a basis similar to that applying to horse- 
drawn vehicles. This pioneer policy was 
issued to a physician in Buffalo, N. Y. 


Pioneered as Compensation Underwriter 

While visiting the World’s Fair in St. 
Louis in 1906 Mr. Cowles became en- 
grossed in an exhibit of the workings of 
the German workmen’s compensation. 
His underwriting mind was at once 
aroused, and he began an intensive study 
of the plan, believing it inevitable that 
the movement would come to America. 
He even devised an experimental policy 
before this country had any law applying 
to workmen’s compensation. At that time 
the nearest approach to workmen’s com- 
pensation insurance was a type of cov- 
erage known as “workmen’s collective,” 
which applied only to accidents and 
hence was classed as an accident insur- 
ance form. 

The first American workmen’s com- 
pensation law of importance was adopt- 


ed in New York in 1908. It covered 
only six so-called hazardous employ- 
ments and a few months later was de- 


clared unconstitutional. Mr. Cowles was 
sent to New York to direct the necessary 
organization work to meet the situation. 


In 1911 there became effective in New 
Jersey the first practicable compensation 
law enacted in this country. Mr. Cowles 
was again sent to New York to provide 
the necessary organization and join with 
other companies in conferences respect- 
ing this new line. 

The conferences began with an organ- 
ization known as the Committee of Sev- 
en, of which Mr. Cowles was a member. 
This committee proved the nucleus of the 
National Bureau of Casualty & Surety 
Underwriters. Mr. Cowles constituted a 
minority of one in those early confer- 
ences because he favored rates which 
averaged 40% below those favored by 
other members. He won a “moral vic- 
tory” when the lower rate was later ac- 
tually put into practice. 

It was while he was in New York in 
1912 that Mr. Cowles was elected.a vice- 
president of his company. It_ was also 
during his experience in New York that 
his interest in aviation was aroused. He 
became a frequent visitor to the flying 
fields on Long Island, where Glenn Cur- 
tiss and other pioneers of aviation were 
blazing new trails in the skies. This 
new means of transportation he also 
looked upon in terms of insurance, and 
he began drafting policies to cover the 
hazards of aerial! travel. In 1919, largely 
as a result of his work, the Travelers 
issued the first aircraft liability policy 
in history and announced the first com- 
plete aircraft insurance program. 

In 1916, with the World War raging 
in Europe and the attendant increased 
activity in American industry, there 
arose an unprecedented demand for com- 
pensation insurance, especially in plants 
such as munitions factories, chemical 
manufacturies and coal mines, where 
workmen were exposed to serious haz- 
ards. Mr. Cowles was instrumental in 
the organization of the combination 
known as the Associated Companies, 
which consisted of ten stock insurance 
companies who became joint insurers in 
all lines of this class. He was made 
chairman of the organization and, as 
such, it became his duty to formulate a 
combined compensation and liability pol- 
icy for use by the Associated Companies 
solely on hazardous risks. 

The war was a trying period for Mr. 
Cowles not only from the business stand- 
point, but also in respect to his personal 
life. Two sons and a step-son were in 
service abroad. One of these, the young- 
est son, lost his life overseas. 


Drafted Standard Compensation and 
E. L. Policy 


The success of his first standard com- 
pensation policy suggested to the New 
York Insurance Department the possi- 
bility of a standard compensation policy 
for all forms of industry, to be adopted 
by all companies and approved in all 
states. This work was delegated to Mr. 
Cowles, who completed the difficult task 
in 1918, the result being known as the 
Standard Workmen’s Compensation and 
Employers’ Liability policy. This con- 
tract policy is still in use and the policy 
proper has remained as Mr. Cowles 
drafted it. It is approved in all states 
in which the private companies are per- 
mitted to do business except Colorado, 
and it is used by practically all insur- 
ance companies, including stock, mutual, 
in some instances, reciprocal organiza- 
tions. 

Among Mr. Cowles’ interests telegra- 
phy has occupied a prominent place since 
his youth. It was quite natural, there- 
fore, that he should look upon radio 
broadcasting as another medium of ad- 
vertising his company and of cultivating 
the good wil! of the public. In 1924 he 
directed the erection of a 500 watt radio 
transmitter. His was the first voice heard 
by the radio audience when Station 
WTIC made its debut on the ether waves 
in 1924. 

Five years later when the Travelers 
decided to erect a 50,000 watt transmit- 
ter Mr. Cowles was chairman of the 
committee appointed to superintend the 
project. In the summer of 1929, by 
adopting a maximum power of 50,000 
watts, Station WTIC became one of the 
“Big Six” of the air. Mr. Cowles per- 








NAT’L SURETY PROGRESS 


New Chicago Branch to Open; Joyce & 

Co. Continues as General Agents; 

New Philadelphia Headquarters 

National Surety Corp. progre§$s is in- 
dicated in the establishment of a branch 
office in Chicago which opened for 
business in the Insurance Exchange 
building today under the management 
of B. J. Nietschmann, formerly Milwau- 
kee branch manager. H. L. Dalton has 
been appointed assistant manager, and 
Messrs. R. L. McNamara, Emile L. Dan- 
tonet and Walker Seaborn of the Chi- 
cago office, have important assignments 
in the new branch. 

Vincent Cullen, president, in comment- 
ing upon the opening of the new branch, 
said last week: “In the past our general 
agents, Joyce & Co., Inc., had an exclu- 
sive contract covering Chicago and Cook 
County. The arrangement was not en- 
trrely workable from the standpoint of 
the agency and it was agreed last year 
on an entirely harmonious basis that the 
corporation would open at a later date 
a fully equipped branch office to service 
the business of agents and brokers in the 
Chicago area. Joyce & Co., of course, 
will continue as general agents, report- 
ing as heretofore to the home office in 
New York.” 

In Philadelphia the National Surety 
has recently moved its location from 114 
South Fourth Street to 306 Walnut 
Street, having leased the entire building 
at that address originally erected in 1833 
for the Philadelphia Savings Fund So- 
ciety. It is one of the most historic bus- 
iness locations in the Quaker City. 
Thomas U. Schock is Philadelphia man- 
ager. 





Residence Burglary Line 
Good For Phila. Companies 


Despite the fact that some companies 
have reported shrinkage in residence 
burglary premiums for the past five 
years, Philadelphia companies are find- 
ing a ray of sunshine in this line. Short- 
ly after the Roosevelt administration 
went into office premiums began to pick 
up and these companies wound up 1933 
with an increase in burglary premiums 
of about 10%. And this same increase 
has been continuing this year. 

Country-wide loss ratios have been 
good, too. Even Kansas City, which 
once made burglary underwriters shud- 
der, is showing an improvement in resi- 
dence burglary losses. However, the 
companies are still refraining from writ- 
ing much business there. 

One of the worst spots for residence 
burglary today, according to a seasoned 
underwriter, is Brooklyn. The rates in 
that borough have been increased and 
are considerably higher than Manhattan. 
The number of claims reported there are 
much higher. This is true also of the 
average loss. 

Philadelphia continues to remain one 
of the best cities in the country as far 
as a low loss ratio goes. Underwriters 
there feel that as business conditions 
continue to improve more residence bus- 
iness will be sold and that the next year 
should find a considerable increase in 
the volume of business written. 





sonally introduced the giant transmitter 
to its far-flung audience. Responses 
from as far west as Australia and New 
Zealand and as far east as Germany and 
France proved the efficiency of the plant 
which he had helped to build. 
Nearly 80 Years Old 

Nearing the threshold of his eightieth 
vear, Mr. Cowles is nevertheless a man 
of great spirit and energy, although at 
his own request he has been relieved of 
many responsibilities. Prominently dis- 
played in his office is a slogan which 
epitomizes the attitude that Mr. Cowles 
has steadfastly maintained throughout 
his long career in the insurance busi- 
ness. Written by him many years ago, 
it is still, and always will be, applicable 
to the underwriting profession: “An ac- 
cident prevented is a benefaction; an ac- 
cident compensated, an apology.” 
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H. E. Decker Sees Improved 


Business Tone in South 

A new co-operative feeling toward in- 
surance companies was expressed by 
agents in the five southern states visited 
recently by H. E. Decker, assistant su- 
pervisor of agents for Standard Acci- 
dent, whose itinerary included West 
Virginia, Virginia, North Carolina, 
Georgia and Alabama. Mr. Decker noted 
a decided improvement in collections and 
a dropping off of cancelations. He also 
reported a generally improved tone in 
acceptance of casualty and surety lines. 

“In West Virginia,” he said, “the 
agents have apparently received the 
standard form of automobile policy which 
was produced at the request of the in- 
surance department for all companies 
favorably, the feeling being that with a 
standard form of policy the mutual com- 
panies will be forced to raise their rates 
due to the fact that they must neces- 
sarily change their own policy form. 
This mutual competition has been felt 
keenly during the past three years but 
agents seem to feel that it is now under 
control.” 

It was also felt that “The state cor- 
poration rating bureau in Virginia has 
accomplished a great deal in stabilizing 
automobile rates by requiring all com- 
panies with two exceptions to charge 
the same; a great deal of the cut-throat 
variety of competition has been elimi- 
nated. This type of competition has al- 
ways been dangerous to the business 
generally,” Mr. Decker said, “and there 
is a feeling among the Virginia agents 
that this is a step in the right direction.” 

While in the South Mr. Decker at- 
tended the meeting of the Alabama State 
Association of Insurance Agents at 
Montgomery and in reporting on it said 
that the American Agency System vs. 
mutual competition seemed to be the 
key-note; that the best answer obtained 
from the several addresses was _ that 
mutual competition must be met with 
hard work and salesmanship by agents. 





SQUASH PATERSON FRAUD 





Cood Work by N. J. Claim Investigation 
Means Jail for Auto Claim Fakers; H. 
W. J. Hargrave Supervising Activity 
An important result of the work of 
the New Jersey Claim Investigation, or- 
ganized by insurance companies and self- 
insurers to attack claim frauds, was 
made manifest in the Court of Quarter 
Sessions, Paterson, a few days ago when 
Dr. Charles F. Baxter, proprietor of 
an electro-medical institute of that city, 
with two other men pleaded guilty to an 
indictment charging them with a con- 
spiracy to defraud an insurance com- 
pany by means of a faked automobile 
accident. Baxter was sent to prison to 
await sentence later in the week. The 
other two men were released on their 
own recognizances. The identity of a 
fourth man, indicted simply as “John 

Doe,” was not disclosed. 

The New Jersey Claim Investigation, 
which was quietly organized early in 
1933, is made up of fifty-six casualty 
companies and large public utility and 
transportation corporations united to 
wage a campaign directly against ambu- 
lance chasing lawyers, crooked doctors 
and fraudulent claimants wherever they 
show themselves. James D. Carpenter, 
Jr, president of the New Jersey Bar 
Association and more recently special 
assistant attorney general in charge of 
Prosecution in Passaic County, is the 
chief counsel of the organization. The 
work of the investigation is directly un- 
der the supervision of Herbert W. J. 
Hargrave, formerly with the Fireman’s 
Fund Indemnity. 





BUFFALO SURETY OUTING 

On June 22 the Buffalo Surety Club 
held its first annual picnic and women’s 
day at Cascade Park and Country Club, 
Springville, N. Y. Arrangements were 
in charge of Frederick Wheeler of Tier- 
non & Co., president of the club, assist- 
ed by Andrew C. Soeder, Fidelity & De- 
Posit, secretary-treasurer. -Golf, tennis 
and dancing were included in ‘the day’s 
amusements. : 
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There is a Reason 


SOME Companies charge less than stand- 
ard rates for automobile insurance. The 
more exclusions there are in a policy, the 
less likelihood that the issuing company 
will have to pay, and, hence, the lower the 
cost of its insurance. In insurance, as in 
everything else, the customer gets only 
what he pays for. 
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Duff Made V.-P.; Greater 
Activity for J. A. Griffin 


FIDELITY & DEPOSIT CHANGE 





Enlarged Executive Duties For ae 
Griffin, First Vice-President Rad- 
cliffe Tells Luncheon Party 





figures among 
men 


Many of the leading 
New York’s surety and casualty 
attended a Fidelity & Deposit and Amer- 
ican Bonding luncheon on Monday at 
which the announcement was made that 
John A. Griffin, heretofore vice-president 
in charge of Greater New York opera- 
tions, had been elected a vice-president 
with general executive duties, and that 
Walter H. Duff, heretofore manager, had 
been appointed the vice-president in 
charge of the New York office. George 
L. Radcliffe, first vice-president, Fidelity 
& Deposit, broke this news to the lunch- 
eon crowd, saying further that the F. 
& D. executive committee had recom- 
mended the election of Mr. Griffin to fill 
one of the vacancies now existing on the 
board of the company. 

An added news interest was given to 
the affair by the fact that Mr. Radcliffe 
has recently announced his candidacy 
for the governorship of Maryland and is 
now in the midst of a strenuous cam- 
paign to win the nomination on the 
Democratic ticket in opposition to three 
other political leaders including Mayor 
Jackson of Baltimore and Governor 
Ritchie. 

Joseph A. Flynn Present 


It was appropriate that Joseph A. 
Flynn of Flynn, Harrison & Conroy, 
New York insurance brokers, should be 
present inasmuch as he managed the 
F. & D. New York office .just prior to 
the appointment of Franklin D. Roose- 
velt to that post. Mr. Flynn, now in his 
seventies, appeared in splendid physica! 
shape and entered into animated con- 
versation with Messrs. Radcliffe, Griffin, 
Beha, Duff and Colonel Stoddard at the 
head table. 


Greater Authority For Griffin 


In making his announcement Mr. Rad- 
cliffe said: 

“As a general executive vice-president 
of our companies, Mr. Griffin will have 
even greater authority than he formerly 
possessed. While the actual burden of 
responsibility for the conduct of our 
companies’ affairs in the metropolitan 
area will be assumed by Mr. Duff, Mr. 
Griffin will continue to maintain an office 
in the companies’ headquarters at 99 
John Street, where his counsel and as- 
sistance will be available at all times. 

“This action is in line with a precedent 
established some years ago when Joseph 
A. Flynn, who preceded Mr. Roosevelt 
as head of ovr metropolitan department, 
was first placed in charge of that office. 
Coincident with Mr. Flynn’s assumption 
of the active management of our New 
York branch, Henry B. Platt, who had 
been in charge of the office since it was 
first opened in 1895, served as a vice- 
president and a director of the company. 
It also has a parallel in the case of Pres- 
ident Roosevelt, who during his associa- 
tion with our company in New York was 
made an executive vice-president and 
ceased to be the vice-president in charge 
of the metropolitan district, remaining 
also as a director.” 


Respective Careers 


Both Mr. Griffin and Mr. Duff have 
been engaged in the surety business in 
New York City for a great many years 
and are among its best known bonding 
underwriters. While Mr. Griffin’s con- 
nection with the business has been con- 
tinuously as a member of the New York 
offices of the F. & D. and the American 
Bonding since 1912, Mr. Duff, prior to 
becoming associated with Mr. Griffin in 
August, 1933, had served for varying 
periods of time as manager of the fidel- 
ity and surety department of the New 


York office of the Employers’ Liability, 
manager of the bonding department of 
Hoey & Ellison, and bonding manager 
of the metropolitan department of the 
Globe Indemnity. 

Prominent among Mr. Griffin’s many 
personal friends is President Franklin D. 
Roosevelt, with whom he was closely 
associated during the latter’s connection 
with the Fidelity & Deposit, prior to his 
election as Governor of New York in 
1928. During Mr. Roosevelt’s presiden- 
tial campaign Mr. Griffin served as 
chairman of a nation-wide association of 
insurance Democrats. 

Those who attended the luncheon were: 


John S. Turn, Aetna Casualty & Surety; A. 
G. Oakley, U. S. Fidelity & Guaranty; Paul 


Rutherford, Hartford Accident & Indemnity; 
Welles L. Allen, Standard Accident; M. L. 
Jenks, American Surety; Hale Anderson, Fi- 


delity & Casualty; F. J. O'Neill, Royal Indem- 


nity; F. G. Morris, Standard Surety & Casual- 
ty; J. R. English, Standard Surety & Casualty; 
T. S. Griffin, Standard Surety & Casualty; G. 


H. Reaney, U. S. Guarantee; Bennett Ellison, 
Hoey & Ellison; J. J. Magrath, Deputy Super- 
intendent, Insurance Department, State of New 
York; Joseph A. Flynn, Flynn, Harrison & Con- 
roy, Inc.; James A, Beha, National Bureau of 
Casualty & Surety Underwriters; Col. F. 
Stoddard, Arbitrator, New York City Agency 
Committee, Acquisition Conference; M. W. 
Lewis, Towner Rating Bureau; J. A. Walsh, 
Walsh & Walsh, Inc.; C. J. Walsh, Walsh & 
Walsh, Inc.; H. F. McGann, McGann & Cahill; 
G. W. Will, Will & Connett, Inc.: E. T. Fox, 
Fox & Pier, Inc.; D. R. Holmes, C. W. Sparks 
& Co., Inc.; George L. Radcliffe, Fidelity & 
Deposit Co.; Walter H. Duff, Fidelity & De- 
posit; Richard J. Hill, Jr., Fidelity & Deposit; 
H. R. C. Hickey, Fidelity & Deposit. 


Paul Rutherford Feted On 
20th Hartford A. & I. Year 


This week was a happy one for Paul 
Rutherford, Hartford Accident  vice- 
president and manager of its New York 
office, as it marked the completion of 
his twentieth year with the company. 
Congratulations on this milestone poured 
in from all parts of the country attest- 
ing to Mr. Rutherford’s popularity. De- 
partment heads of his own office re- 
membered him handsomely as did Hart- 
ford A. & I. officials when he visited the 
home office on Tuesday. And at the 
Fidelity & Deposit luncheon party Mon- 
day he came in for more good will rec- 
ognition to which he responded most 
graciously. 

Mr. Rutherford’s career began in 1900 
in the United States F. & G. home of- 
fice following which he joined the Amer- 
ican Bonding as fidelity department su- 
perintendent. In 1907 he became Balti- 
more manager of the American Surety 
and later was manager of the St. Louis 
office of the Fidelity & Deposit before 
going with the Hartford Accident in 
1914. He was elected a vice-president 
of the company in 1925. 


F. R. JONES A GRANDFATHER 

F. Robertson Jones, general manager, 
Association of Casualty & Surety Execu- 
tives, became a grandfather on June 7 
when a son, Hamilton Southworth, Jr., 
was born to Dr. and Mrs. Hamilton 
Southworth. 

















Recent Court Decisions 
Compiled by John Simpson 





Author, “The Law Relating to Automobile Insurance” 


Policeman Employe Where His “Of- 
fice” Is Not Created by 
Ordinance 


A policeman shot in the hand while on 
duty was held entitled to compensation 
under the Illinois workmen’s compensa- 
tion act against the contention that he 
was an officer and not an employe of 
the city. It appeared there was no ordi- 
nance in the city at the time of the 
injury creating the office of policeman. 
Murphy v. Industrial Commission, IIli- 
nois Supreme Court, 189 N. E. 302. But 
a finding of 25% permanent loss of use 
of the hand was held not sustained by 
the evidence, necessitating reversal of 
award and remand for further evidence. 

. * 


Loss of Subrogation Rights 


The New York Court of Appeals holds, 
Burmester v. De Lucia, 263 N. Y. 315, 
189 N. E. 231, that an insurance carrier’s 
right of subrogation against a third party 
causing the injury to the employe is lost 
when a stipulation discontinuing the 
original action has been entered into and 
the time to commence a new action 
against the third party has expired by 


limitation. 
* * * 


Due Notice of Fidelity Bond Losses 
Necessary 


A fidelity bond covering the president 
of a bank was canceled by the American 
Surety on May 25, 1930. The bank failed 
February 2, 1931. Its receiver on April 
10, 1931, discovered misapplications and 
abstractions. On June 10, 1931, he wrote 
the insurance company that an investi- 
gation being conducted revealed the 
losses for which claim was made. No 





E. ASBURY DAVIS ARTICLE 

Currently E. Asbury Davis, president, 
United States F. & G., writes in the 
company’s Bulletin on “Impress‘ons of 
the Business.” He is impressed by the 
abundance of taxes, a friendly public and 
loyalty of agents; also that there are few 
businesses with which are identified so 
many outstanding citizens. 





CHECK FORGERY EXHIBIT 


Hundreds of people along William 
Street were attracted this week to the 
check forgery exhibit of the National 
Surety Corp. at 122 William Street. Its 
theme is “One Million Dollars in Bad 
Checks.” This exhibit has been on dis- 
ee in important banks of New York 

‘ty. 
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date of discovery of the losses was men- 
tioned therein. 

The surety replied, disclaiming liabil- 
ity because of the cancelation of the 
bond and expiration of the time limit of 
one year after cancelation for the dis- 
covery of the claim. 

On November 25, 1931, the receiver 
filed suit and it was then disclosed for 
the first time that the losses had been 
discovered on April 10. The surety then 
pleaded the provision in the policy re- 
quiring notice of a loss within ten days 
after discovery; that notice of the losses 
discovered on April 10 had not been giv- 
en within that time, and that such notice 
was a condition of liability. 

Affirming judgment for the surety in 
the Federal District Court for northern 
Florida, the Fifth Circuit Court of Ap- 
peals, Murray v. American Surety, 69 
F. (2d) 147, held that notice in ten days 
was a condition of liability and the lack 
of notice had not been waived by the 
surety. From the receiver’s letter of 
June 10, 1931, the natural inference was 
that the loss had just been discovered. 
If so the surety was not liable because 
of non-discovery in time. When for the 
first time the defense of want of notice 
was disclosed in the suit, the surety 
promptly took advantage of it. 


New York A.&H. Club Holds 


Successful Annual Outing 
Members of the Accident & Health 
Club of New York are still talking 
about the good time they had at their 
recent annual outing held at Robert 
Hood Inn, Montclair, N. J. Golf, base- 
ball and quoits were the featured sports 
of the day. Dave G. Fenelon, sales su- 
pervisor, Hooper-Holmes Bureau, was 
chairman of the committee on arrange- 
ments on which was represented Russell 
Chapman, Royal Indemnity; James J. 
Farrell, Metropolitan Life; Leo Welsh, 
United States Casualty; A. H. Schroeder, 
Ocean Accident; Fred G. Burgoyne, 
Bankers Indemnity, and Harvey Wilson, 
Service Review. 

There was some keen competition for 
some twenty prizes including stationery, 
bill folds, ash trays, etc., which were do- 
nated by Charles Hutmacher, official 
printer of the club. An evening dinner 
completed the day’s activities at which 
good fellowship reigned. 








HARRY J. SMITH DEAD’ 

Harry J. Smith, uptown New York 
manager of the National Surety Corp, 
passed away a week ago after being in 
poor health for some months and having 
had a siege of pneumonia last fall. Mr. 
Smith, more than ten years in the busi- 
ness and highly regarded by the fra- 
ternity, was with the Union Indemnity 
and Consolidated before joining the Na- 
tional Surety a few years ago. 





SAMUELS’ NEW LAW OFFICES 

A. Bertram Samuels, former president 
of the Consolidated Indemnity now in 
liquidation, has opened law offices in the 
Equitable Building, 120 Broadway, New 
York, where he will be associated with 
Professor I. Maurice Wormser, formerly 
New York Law Journal editor. Mr. 
Samuels is also general counsel of the 
Manhattan Mutual Casualty of 1775 
Broadway. 








United States Fidelity & Guaranty Co. 
with which is affiliated 
Fidelity & Guaranty Fire Corp. 
Home Offices: Baltimore, Md. 
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On the Production “Firing Line” 





ZEtna’s “1934 Auto Show” 


Automobile Dealers and Company’s Local Representatives 
Have Already Run, or Plan to Run, Full Page Ads 
In Thirty Cities, Based on Booklet 


The booklet of the Aetna Affiliated 
Companies, bearing the title “Aetna’s 
1934 Automobile Show,” a 72-page un- 
usually attractive brochure, containing 
the major specifications of every Ameri- 
can made automobile, with photographs 
and prices of 151 different models, an- 
nounced in co-operative newspaper pages 
in which local automobile dealers join 
with local representatives of the Aetna 
Casualty & Surety Co. in focusing the 
attention of their community on the idea 
that now is the time to buy a new car, 
has had a wide popularity in the two 
the advertising plan has 
been offered to newspapers. Those are 
Connecticut and New York. Although 
the company’s announcement has been 


states where 


out only a few weeks the page of adver- 
tising has been run or will be shortly run 
in about thirty cities. 

The general enthusiasm with which 
this plan has been received, as well as 
the splendid reaction the company has 
had from the Auto Show booklet in other 
directions, gives the company reason to 
believe that this co-operative plan will 
be carried out next year in virtually 
every city where there are ten or more 
automobile dealers. and the company is 
making plans with that possibility in 
mind. 


No Urge to Insure in Newspaper Copy 


In the advertisements already run 
there is no urge to insure in the entire 
page. The whole copy is designed to 
sell automobiles, stressing their de- 
pendability and safety features. 

The central theme of the advertise- 
ment is “Choose Your New Car From 
Among the 115 Models Exhibited in 
Aetna’s 1934 Automobile Show.” Each 
advertisement, in addition to containing 
illustrations from the “Auto Show Book- 
let,” has a coupon which the reader who 
wishes to compare the various offerings 
can mail to the local Aetna representa- 
tive. The company has provided a sup- 
ply of booklets to each local Aetna rep- 
resentative for use in filling these re- 
quests and the company has also seen 
that each co-operating dealer is supplied 
with enough copies to equip each of his 
salesmen. The cost of the advertisement 
is divided among the automobile dealers 
and the Aetna representatives sponsoring 
the advertisement on a basis of the 
actual amount of space used. The cost 
of the upper portion of the advertise- 
ment comprising approximately one-third 
of the entire page, although devoted to 
selling cars, is borne entirely by Aetna 
representatives. The only way the com- 
pany can hope to benefit by this invest- 
ment is through the distribution of the 
booklets to prospective purchasers who 
will in that way have Aetna automobile 
msurance called to their attention and 
through the contacts which will be 
brought about between local car dealers 
and local Aetna representatives as a re- 
sult of the joint effort. 


Appreciated by Car Dealers 


The company has already a good deal 
of evidence that car dealers appreciate 
the stimulus to their business provided 
by this advertising and the attendant 
news column publicity. In Bridgeport, 
Conn., where the page ran in the Times- 
Star, the company was informed by its 
local office that the Bridgeport Automo- 





bile Dealers’ Association as ‘individuals 
and as a group thinks this plan is one of 
the smartest co-operative advertising 
plans which has ever been offered to 
its members. The company has been 
careful to see that the newspaper in sell- 
ing the page offers the opportunity of 
joining in sponsoring the advertisement 
at least to every dealer enrolled in the 
local automobile dealers’ association. In 
most cases dealers have taken space for 
each line of cars which they sell. 

An important feature of the plan, 
from the standpoint of the automobile 
dealer, is that each booklet distributed 
contains a business reply postcard list- 
ing every American made automobile. 
The prospective purchaser who, after 
narrowing down his choice to the three 
or four cars coming within the desired 
price range, wishes to get more infor- 
mation on these cars than is afforded by 
the Auto Show booklet has only to check 
these cars and mail the card to the local 
Aetna representative who will secure the 
catalogs and other printed matter from 
the local dealers having the franchise for 
these cars. After the Aetna representa- 
tive has had an opportunity to contact 
these prospects the names are turned 
over to the automobile dealers for them 
to follow up. 

It is only natural for dealers to appre- 
ciate co-operation of this kind and that 
they will reciprocate in many cases by 
giving the local Aetna representative an 
opportunity to provide insurance cover- 
age on cars which they sell. 


The 31 Cars 


The thirty-one cars whose models are 
pictured in the Aetna booklet are 
Auburn, Austin, Buick, Cadillac, Chev- 
rolet, Chrysler, Continental, Cunningham, 
De Soto, Detroit Electric, Dodge, Dues- 
enberg, Ford, Franklin, Graham, Hudson, 
Hupmobile, La Fayette, La Salle, Lin- 
coln, Nash, Oldsmobile, Packard, Pierce- 
Arrow, Plymouth, Pontiac, Reo, Stude- 
baker, Stutz, Terraplane and Willys. 





UNIFORM GERMAN TRAFFIC LAW 


A new uniform traffic law has just 
been passed in Germany which becomes 
effective throughout the Reich on Octo- 
ber 1. All other traffic laws cease to 
have any force on that date. 

The new law coordinates all rules for 
registration and licensing of automobiles, 
speed, passing, parking and all questions 
arising in traffic. 

It is expected to help in the reduction 
of accidents. 


Agents’ Record Has 
Its 30th Birthday 


CONTINENTAL CASUALTY ORGAN 





Its Uninterrupted Publication Newswor- 
thy; Late C. S. S. Miller One Time 
Editor; Big Anniversary Number 





The Continental Agents’ Record, pub- 
lished monthly by the Continental Cas- 
ualty of Chicago, has just observed its 
thirtieth anniversary, being one of the 
oldest insurance company magazines in 
the field. Its growth since June, 1934, 
reflects healthy company expansion. Its 
uninterrupted publication is also news- 
worthy from the viewpoint taken by 
many newspaper men that the house 
organ type of journal usually suffers an 
exceedingly high rate of mortality—just 
as it enjoys an equally high birth rate. 

It is interesting that the late Chauncey 
S. S. Miller was an early editor of the 
Agents’ Record and that under his guid- 
ance unmistakable improvement in tts 
appearance and readability was made. 
The present editor is Robert S. Wal- 
strom, and associate editor, Robert L. 
Fontaine, both of whom have a keen ap- 
preciation of production firing line prob- 
lems. 

One of the most interesting features 
of the current Agents’ Record, the thir- 
tieth anniversary number, is “Sales Ideas 
from Records of 1904 and Today” in 
which the writer suggests combining 
early day pointers with current ideas, 
and shows that 1904 sales ideas have 
not outworn their usefulness. Some of 
them follow: 

1904 Sales Ideas 


Accident and health: Regardless of 
your insurance specialty, its sale depends 
upon the ability of the prospect to pay 
the premium. This, in turn, depends 
upon ability to earn. Accident and health 
insurance constitutes a basic foundation; 
it protects earning power, the source of 
all wealth. 

Automobile: You may be sure your 
prospect does not want to buy automo- 
bile insurance as such. But he wants 
his home; he wants the money he’s 
worked for and saved, he wants his chil- 
dren to have an education; he hopes for 
financial security in his old age. Because 
a large damage claim would wipe out 
reserves and dash hopes for the future. 
Automobile insurance plays an essential 
part in everyday life. 

Advertising: Direct-mail should always 
be used to supplement personal efforts. 
The results of mailings are in proportion 
to the effort made in following up direct 
advertising. Mailing lists should be kept 
accurate, and divided according to zones 
to facilitate follow-ups. 

Analysis of Insurance Holdings Urged 

Fidelity: The agent who goes out to 
sell Fidelity bonds should familiarize 
himself with the various types of defal- 
cation. He should know something about 
the ease with which dishonest employes 
can steal from the average employer. 

(Continued on Page 38) 
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Golfer's Policy issued jointly with allied 
fire companies. 
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Greater Use of Comprehensive 
Policies Urged By Prof. Blanchard 


Ralph H. Blanchard, professor at the 
School of Business, Columbia University, 
aad editor of the McGraw-Hill Insurance 
Se.ies, was one of the discussion partict- 
pants at the recent insurance conjerence 
of the American Management Association 
lield in Atlantic City, N. J. Urging a 
greater use of genuinely comprehensive 
policies and telling of the benefits which 
would be derived therefrom, Professor 
Blanchard said: 


At present anything approaching com- 
plete coverage of the hazards of a busi- 
ness resembles an attempt to make one 
jig-saw picture from several sets of 
picces. Exceptions, limitations and over- 
lapping provisions often leave the in- 
sured uncovered at vital points and else- 
where give him more insurance than he 
necds. ; ; 

Completely comprehensive insurance 
would protect the insured against loss 
from any chance happening. It would 
place him in an ideal position, and is ad- 
mittedly impossible. But much could be 
done to bring insurance nearer to that 
ideal. 

First Steps 


A first step would be to wipe out the 
legislative limitations on the powers of 
insurers, permitting all carriers, other 
than life, to write any kind of insurance 
except life. Let the laws set high stand- 
ards of solvency and of sound and fair 
practice, but abolish the artificial dis- 
tinctions, even at the risk of some tem- 
porary difficulty of adjustment to new 
conditions. 

An honest insured should be able, on 
full disclosure of the pertinent facts, to 
buy complete coverage in one policy 
against any public liability loss which 
might occur to him or against any dam- 
age which might happen to his property 
from any cause. Certain simple and rea- 
sonable exceptions would be necessary 
and provision would have to be made for 
the insured who is unwilling to purchase 
complete coverage, but there is ample 
room for improvement within practical 
limits. 

Emphasis has been placed to too great 
an extent on the causes of loss, and too 
little on the results. The insured picks 
and chooses (or accepts) coverage 
against loss from a variety of causes, im- 
portant or otherwise, when he should be 
covering loss, regardless of cause. The 
insurer should keep abreast of new haz- 
ard developments and charge accord- 
ingly. 

Use in Great Britain 

In Great Britain one may buy a com- 
prehensive automobile policy, under 
which all losses, including both third 
party and damages to, or loss of, the car 
itself are covered. And the liability cov- 
erage is unlimited! Every loss is sub- 
ject to a deductible amount oi approxi- 
mately $25. Such a policy gives the own- 
er the assurance that the purchase, own- 
ership and operation of a motor car can- 
not involve him in serious loss, and puts 
it squarely up to the insurer to meet 
hazard problems as they arise. 

The deductible feature and the unlim- 
ited coverage of this policy might well 
suggest greater attention to the possi- 
bilities of such provisions. Under Amer- 
ican forms the unimportant losses are 
generally covered, but if a loss turns out 
to be extraordinarily serious the insured 
“holds the bag.” A well-reasoned pro- 
gram of insurance protection should em- 
phasize insurance of serious losses, those 
which might cripple the insured finan- 
cially and, if economy is necessary, pro- 
vide for the retention of the risk of 
minor losses. If a.single insured is un- 
willing to accept complete coverage, it 
seems more in accordance with the func- 
tion of insurance to pass on the excess 
te reinsurers, rather than to leave it with 
the insured. 

These suggestions are not made with 
the thought that the academic ideal is 





PROF. RALPH H. BLANCHARD 


capable of complete or immediate attain- 
ment. Human nature, if nothing else, 
would impose certain practical limita- 
tions. Inertia, tradition and_ technical 
difficulties would make progress slow. 
But there is ample opportunity to over- 
haul present day coverages and make the 
complete coverage of insurable hazards 
a less distant goal. 





Cautions Summer Autoists 


On State Liability Laws 


Vacationists planning to take long mo- 
tor trips this summer will do well to ac- 
quaint themselves with the widespread 
enactment of state laws requiring finan- 
cial responsibility from automobiliists, 
the Fidelity & Casualty automobile de- 
partment suggests. Twenty-one states 
now have such laws, designed to reduce 
personal injuries and property damage 
by keeping drivers off the roads until 
they can guarantee to pay for the dam- 
age they cause. The last state to be 
included is Minnesota. It is predicted 
that many more will fall in line. 

Motorists will find that in these states 
the law operates with great similarity 
although assuming many forms. An evi- 
dence of the growth of the idea among 
states is noted from the fact that in the 
past three years ten new states have 
been added to the list of those having 
financial responsibility laws for motor- 
ists. 

In a synopsis of the present laws pre- 
pared by the Fidelity & Casualty a list 
of states, in the order in which they 





enacted their financial 
laws, appears as follows: 

Connecticut, New Hampshire, Rhode 
Island, Vermont, Maine, Iowa, Wiscon- 
sin, North Dakota, California, New York, 
New Jersey, Delaware, North Carolina, 
South Carolina, Nebraska, Indiana, 
Maryland, Virginia, Michigan, Pennsyl- 
vania, Minnesota. 

Because of these state enactments and 
because of continually increasing per- 
sonal injuries and damage to property, 
motorists are more alert than ever to 
the need for ample insurance to meet 
every contingency, according to the 
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responsibility 


London Lloyds 


(Continued from Page 33) 


Lloyds; and, sixth, banks must continue 
to have and exercise the right to a free 
and open insurance market and healthy 
competition, and that restrictive legisla- 
tion will merely divert to American com- 
panies the additional premiums thus lev- 
ied upon banks, some of which in turn 
will be paid for reinsurance with Lloyds 

“In short, as the representative of the 
American Brokers Association stated, 
‘The enormous insurance market of Lon- 
don Lloyds is not satisfactory to Ameri- 
can companies, but is satisfactory to the 
banks.’” 

American Monopoly an Absurdity 

As to the A. B. A. charge that an 
American monopoly would be created 
and that rates would be skyrocketed, 
Mr. Drake viewed this as an absurdity 
“because it is not possible under our rat- 
ing laws, for rates are subject to review 
and reculation by insurance commission- 
ers and in some states must be approved 
by them before they can be used. One 
company is not required to charge the 
same rate for its bonds as another com- 
pany, but may file its own rates. as some 
do, but its rates must be uniform for 
similar risks and it may not rebate or 
discriminate to get the business.” 

The speaker went into detail on the 

status of London Lloyds in the State of 
Illinois, pointing out that during the past 
year a deposit of $250,000 was required 
before Lloyds would be permitted to do 
business there. In Mr. Drake’s opinion, 
however, “there is no doubt that only 
one of the several groups of underwrit- 
ers at London Lloyds has qualified to 
transact business there, and yet London 
Lloyds, as such, is licensed and may 
transact a fire and casualty and surety 
business which no other insurer may do 
under the laws of Illinois. 
_ “Furthermore, I understand that Lloyds 
is not required to transact business sole- 
ly on the basis of its assets in Illinois, 
but rather on the statement of assets in 
London, notwithstanding the fact that 
the underwriters bound on the policies 
and who alone are responsible for losses 
are all residents of England, and the 
London assets are also used as the basis 
of its operations elsewhere. 


Explains Illinois Situation 
“When one considers the severe con- 
ditions imposed upon the other alien in- 
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surers that have entered the United 
States, it is unfortunate that London 
Lloyds is permitted under the laws of 
Illinois to be licensed to write business 
in the United States which the other 
alien insurers may not transact, and to 
do business on the basis of assets not in 
the United States, and with no deposits 
or trusted funds except $250,000. It also 
is unfortunate that Lloyds may be li- 
censed in Illinois through the qualifica- 
tion of only one group of underwriters 
while other groups are permitted to op- 
erate freely in the American market 
without license and without any restric- 
tions of the laws of Illinois, and when 
even the qualifying group is not, as I 
believe, restricted in any way in its op- 
eration outside of Illinois, either from 
its office there or from Montreal and 
london. 

“Surely, Lloyds has not had its ‘style 
cramped’ very much by its admission to 
Illinois but can continue to transact busi- 
ness in the United States in a manner 
not incompatible with its ideas of under- 
writing or methods of obtaining Ameri- 
can business, and can continue to collect 
at least one hundred millions in premi- 
ums here on which it will pay no tax or 
commissions to brokers and agents, ex- 
cept in Illinois.” 

Mr. Drake made clear that what he 
said concerning the licensing of London 
Lloyds in Illinois should not be consid- 
cred in any way a reflection of the IIli- 
nois Insurance Department, as the situa- 
tion there is due entirely to the laws of 
that state. Continuing he said: 

“But this is not a question in which 
our authorized companies alone are in- 
terested. If London Lloyds can operate 
so freely and successfully all over the 
country solely from its Illinois office and 
from Canada and London, by mail and 
through its representatives who go into 
the various states or are located there, 
and can have representatives in these 
states inspect risks, adjust losses, defend 
suits and in fact do everything that a 
licensed insurer can, or needs to do, but 
pay no taxes on this tremendous volume 
of business except what it pays to IIli- 
nois on business written in that state 
and covering risks and property located 
there, why should other insurers contin- 
ue to think it necessary to be licensed 
in sO many states and pay millions of 
dollars in taxes to these states 

“Surely, what one can do another can 
do as well. So I say this is a matter 
which supervising insurance officials of 
the various states and the National Con- 
vention of Insurance Commissioners, as 
well as associations of agents and brok- 
ers and others interested, must inevitably 
seriously consider, because it is a chal- 
lenge to the established ‘American sys- 
tem’ of insurance and to the rating, 
agency and other laws of the various 
states, and to the whole plan of state 
regulation of the insurance business.” 

He closed by saying: “It is the duty 
of the great army of agents, brokers, at- 
torneys and other representatives of 
these companies not only to assist in the 
enforcement of laws which prohibit per- 
sons from aiding unlicensed insurers in 
securing business, or in adjusting losses 
or otherwise, but also to co-operate with 
us in every way in obtaining the enact- 
ment of laws that will constitutionally 
bring business in the various states to 
—= that are licensed under their 
aws. 


Agents’ Record 


(Continued from Page 37) 
Fidelity is easy to learn and a line most 
certain to interest business men. 

Survey: Analysis of insurance affords 
an opportunity to untangle insurance 
costs, to provide maximum protection at 
minimum .cost, to give insurance buyers 
definite programs, to bring and hold sub- 
stantial schedules in your office. 

$1.00 policy: When you sell the ex- 
clusive $1.00 special automobile accident 
policy with automobile insurance, a mo- 
torist can say, “Here at the same price 
is something different—a sound com- 
pany, nation-wide service and protection 
for me as well as coverage for the “other 
fellow.” 
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